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“Single Bore." This 
means hours saved in 
door installations, For 
the do-it-yourself home 
owner, thisis the easiest, 
simplest lock to install. 





Dexter’s “Single Bore’ screen and combination door 








lock set is famous Dexter quality through and through 


exterior parts solid brass . . . interior parts steel, Easy to plane door edge! 


no die castings .. . locks safely, securely from inside . "Single Bore” 


. . ; does not have a pro- 

at the touch of a fingertip... lock fits doors from 
— ger _— truding latch bolt, noth- 
4g” to 134” thick... .no adjustment necessary . . inghtertererwtthgtan 
ing edge of door after 
ideal for use with door closer... costs less and is installation, Again, 
costly time is saved. 


JP 2 ‘ 
Dexter . Lif ke re, Guaranteed. 


DEXTER LOCK COMPANY “SOFT TOUCH” 


GRAND RAPIDS * MICHIGAN yielding strike! 
A SUBSIDIARY OF NATIONAL BRASS COMPANY The Denter "Soft Touch" yielding 


strike of the "Single Bore” requires 
In Canede: Dexter Leck Cenede Lid., Gueiph, Onterie 


ne mortising, mounts on surface of 
MANUFACTURERS OF AMERICA’S ORIGINAL TUBULAR LOCKS door closes, locks securely. STRIKE FOR 





ACME’S new low cost 
passageway door hardware 

















designed for fast installation 
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Insert only four screws to install both hangers, then 
lift door onto track. That’s all there is to it. No drill- 
ing, sawing, cutting, mortising or adjustments neces- 
sary. Cannot get out of adjustment. 


No. 54 track 
made of heavy zinc coated steel. 


UNIQUE TRACK DESIGN—PREVENTS DOORS FROM 
JUMPING TRACK 

A specially designed ridge running half the length 
of the track prevents doors from jumping track in 
pocket. Doors can be lifted on and off easily, before 
finish stops are installed. 











No. 53 hangers, 
cadmium plated steel, 
large solid nylon wheel. 


WHY NON-ADJUSTABLE HARDWARE? 

Pre-fit doors hung in precision manufactured frames 
rarely require adjustment. Acme’s No, 53 non- 
adjustable hangers with large nylon wheels are 
designed for this type of installation. Adjustments, if 
needed, can be made with shims supplied. 


HARDWARE GUARANTEED FOR THE LIFE OF THE BUILDING. 


COMPLETELY PACKAGED . 
Acme frames are manufactured 
only by mills tyes: ie | with 


QUICKLY ASSEMBLED 


Three parts only — easily put together. f 
onthe job and set'ta mig alae 


STRONG FRAM| 


SERIES 520 
DOOR FRAME 


ACME 


Buitp1nc Propucts MERCHANDISER (To obtain more data on advertised products see page 53) 





(ym) T 
| ‘Bld 


jor 4 
—_ am * Te} - 
a a JOST 


; "Conttivuy” Nu-GRAIN 
abestos- coment Siding 


Siding sales come easy when you're offering “Century” NU-GRAIN shingles, 
because this quality siding has everything a home builder 

or remodeler is looking for—beauty, durability, and economy! 

Just look at these sales features: 

“Century” NU-GRAIN shingles are made from asbestos fiber 

and portland cement—which makes them as permanent as stone itself. 
They won't burn, rot, or corrode; they can’t be damaged by insects 

or vermin; they are completely weather resistant. 

To make the attractive NU-GRAIN shades long-lasting, K&M embeds 
colored slate granules into the shingles under hydraulic pressure. 
There’s no paint or protective coating to peel or wash off—and no 

such finish need ever be applied. Both the color and the distinctive 
wood-grain pattern are designed for a lifetime. 

What's more, because they are low in cost and easy to install 

on a new home or on an older one, NU-GRAIN shingles appeal 

to the greatest number of potential buyers. To maintain this wide 
acceptance, these shingles are regularly advertised (in color) in 

Better Homes & Gardens—the nation’s leading home magazine. 

Ask your K&M distributor to tell you more about these sales-making 
shingles, or write directly to us for complete information. 


These oftractive shingles are made in four distinctive colors: 
, NU-GRAIN gray, brown, whitetone, and green (illustrated). 


KEASBEY & MATTISON 


COMPANY + AMBLER * PENNSYLVANIA 
America’s first maker of asbestos-cement shingles 
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FLUSH DOORS 


3 BEAUTIFUL NEW LINES! 


e Shoreline ADMIRAL —made from A-Select Birch 
® Shoreline COMMANDER —made from A-Birch 
@ Shoreline CHIEF —made from Paint Grade Birch 


LOWEST PRICES! HIGH QUALITY 
Immediate Delivery 





The Shoreline AD- 
MIRAL—top quality 
at lowest possible 
price. 


At Right The Leland 
Flushwood Door Co. 
plant No. 1 at Suttons 
Bay, Michigan, affiliate 
of Grand Traverse Sales 
in producing plus-profit 
Shoreline doors 


today. Each 24 hours over 10,000 more Shoreline doors are ready to 
build sales for youmwith rock-bottom prices at no sacrifice of quality. 
All Shoreline doors have stiles, rails and cores milled to micrometer 


readings with 24 pieces of 5/8” all 
. wood ladders and beautifully finished 
Betis: lees. oer = — 8 Birch faces. They’re guaranteed not to 


dip or wave for Urac 185 Resin Ad- 
hesive makes them strong, durable, 
crack-, craze- and split-resistant. For 
your best sales and profits ever in flush 
doors, mail the coupon today! 


Grand Traverse Sales Company 
Suttons Bay, Michigan 


Please send me at no obligation complete information 
and price lists on SHORELINE flush doors 


Mame seeeeenee GRAND TRAVERSE SALES 
Pe | poe COMPANY 


Chy, State ee SUTTONS BAY, MICHIGAN BIRMINGHAM, MICHIGAN 
TEL. SUTTONS BAY 61-71-92 TEL. MIDWEST 4-3450-1-2-3 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


1954 A YEAR OF ECONOMIC READJUSTMENT. Dealers and builders, their best custom- 
ers, must watch business trends closely. Money for construction will 
be somewhat easier to get than during 1953; a better supply and slight 
decline in demand will combine with a softened Federal fiscal policy 
to make this possible. 

NEW LEGISLATION IMPORTANT BY MID-YEAR. The changes to be recommended by the 
President for housing will materially change purchaser terms, especial- 
ly in the lower income brackets. Actual starts this year depend on how 
much easier the money supply becomes and on the terms builders are 
permitted to offer. - 

LITTLE CHANGE IN BUILDING COSTS. However, definite upward tendencies can be 
seen as unions all along the production line -- from the forests and 
mines through the manufacturing process to on-site operations -- are 
expected to press for higher wages. Scarcity of developed land will 
contribute to higher new home purchase prices in 1954. 

THE KEY WILL BE MERCHANDISING. Creation of the desire to improve, repair and 
buy a home will receive increased attention by smart merchandising 
dealers and builders. Dealers will dust off aggressive sales tech- 
niques and sharpen up post-sales service to customers. Satisfied 
customers will pay dividends in the best type of word-of-mouth 
advertising. 

HHFA CHIEF PREDICTS HIGH VOLUME. An optimistic note was sounded by HHFA Adminis- 
trator Albert M. Cole. He anticipates another million starts this 
year and suggests that any moderate decline could be compensated for 
by development of what he calls "deferred markets." Included in these 
markets are privately built homes for minorities, urban replacement 
of sub-standard housing, increased emphasis on larger homes for 
crowded post-war families. 

REACTION TO HOUSING REPORT. To date the reaction to the report by President's 
Advisory Committee on housing have been mixed. However, lack of vig- 
orous opposition is a left-handed tribute to the hard-working committee 
efforts. Only blast was by the National Housing Conference (the public 
housing lobby). Its president, Ira S. Robbins, called the report "a 


disappointing document." His group had recommended 150,000 units each 
year for ten years. 


HOUSING BILLS UPCOMING. 





The legislative time-table for housing has not yet been 

decided upon. However, the Administration has prepared legislation 
for submission to congress. The Administration bill is likely to 
emerge the latter part of January with hearings before both the House 
and Senate in mid-February. 

PLANK AND BEAM SYSTEM FOR HOME CONSTRUCTION. The 


Housing and Home Agency has just issued a whopping 82-page book on 


Housing Research division of 


this subject that's extremely complete. Noting the “extreme interest" 
in the plank and beam system because it saves both material and labor 
HHFA documents the subject with illustrations, text. Copies are 45¢ 
from the U.S. Government Printing Office, Washington, D.C. 


(continued on page 9) 
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Brighten your sales picture with Davueur 


WHat woman wouldn't love a kitchen as 
cheery and bright as this one? What woman 
wouldn't like a kitchen that’s flooded with 
daylight and easy to keep spic-and-span? You 
can cash in on these desires by featuring, 
suggesting, pushing greater use of Owens- 
Illinois Glass Block panels. 


Glass Block combines privacy with beauty 


Panels are as practical as they are beautiful. 
Behind sink or kitchen counters, they flood 
working surfaces with soft, diffused daylight 
yet keep the room completely shielded from 
outside view. Soil marks, even splattered 
grease, rub right off. Soapy water won't fade 
or discolor them . . . an occasional wipe renews 
their sparkle 


Owens-Illinois Giass Block have the insulat- 
ing efficiency of an 8-inch brick wall. They 
won't frost or sweat in winter. They're hard 
to break, can’t rust nor rot, never need to be 
painted or puttied. 

Applications around the homeare practically 
limitless. Stairwell, bathroom, basement, 
garage, to name just a few places—can use 
glass block panels to advantage. Plan now to 
push—and profit from—this versatile, practi- 
cal building material. 

For more information about how you can 
profit from the increasing use of Glass Block 
—in home, school, factory, or commercial 
building—just write. Glass Block Division, 
Owens-Illinois Glass Company, Dept. AL-1, 
Box 1035, Toledo 1, Ohio. 


GLASS BLOCK 
an() PRODUCT 


Even with a kitchen full of d con- 
veniences, she still spends a good part of 
her day there. . . and if her family is like 
so many others, her kitchen’s a popular 
gathering place. Be sure you tell her to 
include plenty of light in her kitchen plan 
with Owens-Illinois Glass Block to make 
her busy hours more pleasant. 
































Light, beauty and insulation with privacy 
where it's wanted most. Bathrooms are a 
natural place for Glass Block. She'll never 
wish for more natural light in her bath... 
or more privacy when she has Glass Block 
in the plan. A panel gives plenty of other 
advantages, too. Block pattern No. 65, is 
recommended for this application. 





Traditional charm thet says “come in, 

you're welcome.’ Moke her doorway re- 

flect the warmth and friendliness her 

gvests will find inside. Here a panel of 

random clear glass block No. 31, retains 

all of the charm of this colonial doorway 
. adds to its antique feeling. 


~~ 
ee, " 


Literature for any glass block application 
is available free of charge just by writing 
to the address at the left. 


Owens-ILLINOIS 


GENERAL OFFICES + TOLEDO 1, OHIO 





Eisenhower Asks for New Housing Program 


President Eisenhower gave Con- 
gress a huge legislative program 
with something in it to please just 
about everybody. 

Among those especially pleased 
was the housing industry which 
heard the President blueprint the 
essential recommendations of the 
Advisory Committee appointed last 
year. Speaking of housing Mr. 
Eisenhower requested: 

1. Modernization of the Fed- 
eral home mortgage insurance 
programs. 

2. Redirection of the present 
systems of loans and grants-in-aid 
to cities for slum clearance and 
redevelopment. 

3. Insurance of long-term 
mortgage loans with smaller down 
payments for low income families. 

4. Continuation of the public 
housing program until alternative 
measures “prove more effective.” 

Privately many leaders of Mr. 
Eisenhower's party are a bit disap- 
pointed at the stand on public 
housing which they consider tinged 
with “New Deal” thinking. Full 
details of the new housing pro- 
gram will be in a message to be 
delivered January 25. 


Dewey Urges Millions 
For Public Housing 


Two multi-million dollar bond is- 
sues were proposed by Governor 
Dewey in his annual message to 
the legislature. One would finance 
$350 million in new mental hospi- 
tals. The other would finance up 
to $625 million in low rent public 
housing. 

He declared that New York 
must raise its goals in eliminating 
slums and erecting low rent hous- 
ing projects. Asserting that the 
bond issue alone would not be 
enough to eradicate slums, the 
governor said that he would call 
a housing rehabilitation conference 
shortly. 


Dealer Profits Slip 
During Building Boom 

A continued building boom does 
not necessarily mean continued 
booming net profits—for building 
supply dealers, at least. 

This is pointed out in United 
States Gypsum’s new booklet, “To 
Meet Tomorrow’s Challenge,” re- 
leased to help dealers strengthen 
their businesses. 

While the volume of building 
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since 1945 has remained at all- 
time high levels, Dun & Bradstreet 
statistics, revealed in the book, 
show a continuing decline in over- 
all net profit to met sales for 
building materials suppliers. 


These statistics show that the 
percentage of net profits to net 
sales for the building materials 
suppliers has dropped 48% from 
the five-year period ending in 1950 
to 1952. The 1952 picture is rela- 
tively unchanged today. 

Dealers who desire the book 
should write U. S. Gypsum Co., 
Dept. AL, 300 West Adams S&t., 
Chicago, 


National Hobby Month 
Features Do-It-Yourself 


The wide-spread trend in the do- 
it-yourself market has extended to 
all sorts of hobby activities and is 
being featured in the promotion of 
National Hobby Month which will 
take place during the month of 
April. 

The Hobby Guild has prepared 
streamers, posters, counter cards 
and gummed poster stamps with 
the do-it-yourself theme which is 
being featured for the first time in 
this promotion. Organizations 
which plan to tie-in with this pro- 
motion, will receive, without 
charge, a quantity of the gummed 
poster stamps and additional quan- 
tities, at actual cost of printing. 
Write to Guild headquarters, 550 
Fifth Avenue, New York, N. Y. for 
your free supply and further in- 
formation. 


Hard Material Groups 
Meeting at Chicago 


The National Sand and Gravel 
Assciation and the National Ready 
Mixed Concrete Association will 
met jointly February 15-19 at the 
Conrad Hilton hotel, Chicago. 

Membership in one of the two 
associations is not required for 
attendance at the joint convention 
and exposition. Anyone actively 
engaged in the production of sand 
and gravel or ready mixed con- 
crete is eligible to be represented 
at the convention. 

The convention sessions will be 
planned to present ideas for selling 
under today’s competitive condi- 
tions. 
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EXPENDITURE for all types of new con- 
struction in 1954 is forecast at $34 billion, 
according to Government economists, This 
would be 2% under the $34.7 billion which 
is expected to be spent in 1953. Privately- 
financed construction at $22.8 billion in 1954 
will be 3% under 1953 and publicly-financed 
work at $11.2 billion will be 1% below 
last year. 


Manufacturers Sales 


Up 242% in November 

nufacturer sales in November 
dipped below October levels but 
were still higher than a year be- 
fore, according to the Commerce 
Department. Volume in November 
totaled $24.2 billions — 112% un- 
der October but 212% higher than 
November 1952. 

The department said durable 
goods shipments declined 2% in 
November from October rates, af- 
ter seasonal adjustment. This was 
mostly due to the effect of model 
changeovers in the motor vehicle 
industry. Sales of non-durables 
were “fractionally” below the Oc- 
tober adjusted rate. 

New business received by manu- 
facturers in November amounted 
to $21.2 billion. This was $1.2 bil- 
lion below November, 1952, and 
about $400 million less than in Oc- 
tober, after allowance for seasonal 
factors. 


Income Declines 
At $2 Billion Rate 


Personal income declined at a $2 
billion annual rate during Novem- 
ber, the government reported. The 
November rate was $285.5 billion, 
$2 billion lower than in October 
but $8 billion higher than in No- 
vember a year ago, the Commerce 
Department reported. 








Predicts 10% Jump in Lumber for Homes 


Lumber’s share of the home 
building market will increase this 
year, perhaps as much as 10%, 
Leo V. Bodine, executive vice-pres- 
ident of the National Lumber Man- 
ufacturers Association, predicts. 

“The prospects are that as much 
lumber may be used to build about 
one million new non-farm dwell- 
ing units this year as was used to 
build one million, one hundred 
thousand units in 1953,” Bodine 
declared. 

The trend in home construction, 


he explained, is toward greater 
ue of wood because of its econ- 
omy, versatility and pleasing ap- 
pearance. “Individuality in home 
construction is another advantage 
to be gained by using wood,” he 
emphasized. 

“These values will become more 
important in the months ahead be- 
cause of keener competition among 
builders and because home buyers 
will be more discriminating.” 

Bodine said the building pattern 
this year is expected to include 





OF QUALITY IN LUMBER 


For over 40 years, BATE has supplied 
lumber of the highest quality with service 
and dependability that have established 
an enviable reputation. 

Today BATE controls that quality from 
the selection and harvesting of the timber. 


PONDEROSA PINE 


through its own mills, to prompt shipment 


direct from mill or out of our own distrib- 


DOUGLAS FIR 
SPRUCE 
YELLOW PINE 


uting yards. 
This combination of quality, service and 
dependability means that you can be sure 


when you order BATE. 


a“ 


BATE 


o@® 


ao” MEMBERS: 
<<" WPA. SPA. WCLA 


. 


~~ 
~ 
~ 


J. HERBERT BATE CO., INC. 


30 Church St., New York 8, N. Y., WOrth 4-6363 
1215 Public Service Bidg., Portiand, Oregon 
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a greater percentage of new homes 
featuring wood frame construc- 
tion and estimated that nearly 
nine out of every 10 new single- 
family homes will be of wood 
frame construction. 


“There are indications that 
these medium priced homes will be 
larger, too, requiring more wood 
for studs, rafters, joists, siding, 
doors, flooring, millwork and other 
wood components.” 


Homes of wood frame con- 
struction may be faced with a va- 
riety of materials, such as wood 
siding, wood shingles, brick ve- 
neer and asbestos shingles. How- 
ever, wood siding has been the 
leading material for exterior fac- 
ing since this country was first 
settled and it continues to hold 
the top position, Bodine stated. 


Model Home Contest 
For High Schools 


Good home planners and build- 
ers start young, the National As- 
sociation of Home Builders said in 
announcing details of its first an- 
nual Model Home Contest for jun- 
ior and senior’high school students. 

Leonard Frank, NAHB educa- 
tional committee chairman, point- 
ed out that there is a wealth of 
latent talent for architectural de- 
signing, landscaping, home build- 
ing, home planning and decorat- 
ing to be found in the industrial 
and vocational arts and home mak- 
ing classes of the high schools 
across the land. 


It is the purpose of the NAHB 
to bring to school youth a first 
hand opportunity to test this tal- 
ent in an exciting competition that 
will demonstrate their skills in a 
practical way, Mr. Frank said. 


Only students of secondary 
schools (grades 7-12) who are de- 
clared winners of local model home 
contests conducted during the pe- 
riod April 15, 1953 and April 15, 
1954, by home builder associa- 
tions affiliated with the NAHB 
are eligible for the national com- 
petition, Mr. Frank said. 

Complete information about 
these local contests may be ob- 
tained by contacting the home 
builder association nearest your 
community. Contest regulations 
for the national contest should be 
obtained through these associa- 
tions also, or may be had by writ- 
ing to the Model Home Contest 
Director, National Association of 
Home Builders, 1028 Connecticut 
Ave., N.W., Washington 6, D.C. 
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In ’54...as never before... 
Alcoa means business 


New Alcoa® Farm Roofing 
Sheet is stronger, 


more corrosion resistant; 


. . Aluminum technical and sales experts show great 
retains same high interest in new Alcoa Farm Roofing Alloy. 


heat reflectivity. 


Pittsburgh, Pa.-Aluminum’Company of America (Alcoa) 
reports the development of a new aluminum alloy for 
farm roofs. 

After years of research and testing, this new sheet is 
now ready for farm use. 


Now Available. Alcoa’s distributors and dealers are 
now stocked with this superior aluminum roofing 
material. Announcement of the development of this 
new material was held back until it was immediately 
available to farmers. 


Aluminum Research Laboratories have 29 years of 
testing corrosion resistance of aluminum alloys. 


Corrosion Resistance Greatly Improved. Prac 
tical exposure tests in all parts of the United States 
indicate the new alloy is the most successful ever 
recommended by Alcoa for farm use. 


Strength Increased. Alcoa technicians report that 
the new sheet has improved holding power. This 
means that roofs of the new alloy sheet will have even 
greater resistance to damage by high winds and hail. 
As in the past, proper application is stressed for greatest 
satisfaction. 


Heat Reflectivity Retained. Farmers will get the 
same high heat-insulating value that assures animal 
comfort and productivity with the new Alcoa Alloy. 
Laboratory tests show that while strength and corrosion 
resistance have been raised, heat reflectivity is the same. 


Ease of Application. Sheets of the new Alcoa Alloy 
have the same great advantage of light weight. It will 


still be possible to put on an Alcoa Aluminum Roof in 
record time. 


Farmers interviewed showed considerable curiosity about 
the possibilities of the new alloy. Warren W. Scott of 
Imperial, Penna., decided to test the sheet for himself. 


ALUMINUM COMPANY OF AMERICA 
2117-A Alcoa Building 
Pittsburgh 19, Penna. 2 


Please send me information on the Alcoa line of Farm Roofing 


— ALUMINUM 
Name Company 


ALUMINUM COMPANY OF AMERICA 
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Rugged Sales Battle 
Looms on Appliances 


First color television sets on the 
way to consumers by March; a 
slam-bang sales battle in major 
appliance (white goods) lines; rec- 
ord sales of air conditioners. 

These were the predictions for 
1954 by appliance industry leaders 
at an International Home Furnish- 
ings Market press conference at 
Chicago. 

Although first shipments of col- 
or TV receivers should be made in 
March, the entire industry prob- 
ably will send out only 1,000 sets 
in that month, said Joseph B. El- 


liott, consumer products vice-pres- 
ident of RCA Victor division of 
Radio Corp. of America. He esti- 
mated this year’s color set produc- 
tion will hit 100,000 units, with 
70,000 available for sale to the 
public. 

The appliance industry “has 
more capacity to produce than is 
reasonable in view of the require- 
ments of the market during the 
coming year,” said George P. F. 
Smith, president of the Norge divi- 
sion of Borg-Warner Corp. This 
year’s white goods production will 
be as high as 1953, he predicted, 
resulting in a sales battle with 
“more special promotion, price 
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Your 


contractors and carpen 
installation qualities of Cunt Orark i Brand Oak Flooring. 


ters will like the sales and 
. even ome 


from now, Ozark Oak Flooring will be as beautiful and 


hundred years 
deadhin 0 tt don i 2 lald-a0d ie one id. 


Produced from fine quality, Missouri altitude-grown Oak stock, Orack 
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cutting and everything else to 
boost sales.” 

Room air conditioner sales in 
1954 should hit 1.2 million units, a 
30% gain from last year, accord- 
ing to John M. Bickel, Carrier 
Corp. vice-president. This would 
mean a retail sales volume of $432 
million. For all types of air-condi- 
tioning equipment, this year’s re- 
tail sales should total nearly $1 
billion, he said. 

Mr. Bickel said new equipment 
will be previewed shortly to pro- 
vide central air-conditioning in- 
stallation in existing homes. Cen- 
tral cooling has the “greatest sin- 
gle potential” in the air-condition- 
ing industry, he asserted. 


Urges Action 
To Stem Layoffs 


George Meany, president of the 
American Federation of Labor, 
says there is serious need for a 
congressional program to “encour- 
age economic stability and full em- 
ployment.” 

His statement came after the 
government reported unemploy- 
ment had risen to 1,850,000 in De- 
cember and predicted that it would 
pass the 2,000,000 mark this 
month. 

The AFL chief said the rising 
number of jobless, “coming in the 
wake of substantial curtailment in 
overtime, is serious enough to em- 
phasize the need for policies de- 
signed to encourage economic and 
full employment.” 


U.S. Surveys Surplus 
Real Estate Holdings 


Government agencies were or- 
dered to see if they have any sur- 
plus real estate that can be sold. 

All major land-holding agencies 
were sent a formal letter directing 
them to survey their land, includ- 
ing buildings and improvements, 
with an eye to getting rid of any 
not actually needed. 

The order gave land-holding 
agencies just a month—February 
—to report their plans for making 
a thorough survey of their real es- 
tate property. It said the Budget 
Bureau and G.S.A. would then 
work together through a special 
task force to find out what prop- 
erty is surplus and to dispose of 
it. Exceptions to the survey, it 
said, would be national parks, na- 
tional forests and the like. 
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New 1954 Chevrolet Trucks 


New Power! New Economy! New Features you want! 


New Chevrolet trucks for 54 are here to do your 
hauling or delivery job faster, more efficiently and 
more economically. 

To begin with, they bring you thrifty new power 
in all models. You save time on every trip with 
extra reserves of high-compression horsepower 
under the hvadgnoaet oie enjoy greatly increased 
operating economy as well. 


In another great advance, new Chevrolet trucks 
offer you the last word in no-shift driving ease and 
convenience. With proved truck Hydra-Matic 
transmission* you can drive all day and make 
door-to-door deliveries without shifting or clutch- 
ing. Fact is, there és no clutch! 

These are some of the many big new benefits 
awaiting you in the new Chevrolet trucks for ’54. 


In addition, these great new Chevrolet trucks offer 
new and even greater dependability with increased 
ruggedness throughout the chassis. You'll find 
heavier axle shafts in 2-ton models . . . bigger, 
more durable clutches in light- and heavy-duty 
models... more rigid frames in a// models. Pickup 
and stake bodies are pleaty rugged, too—and 
they’re roomier for ’54! 


But that’s only the beginning! You enjoy new cab 
comfort, convenience and safety. Instruments are 
easier to read .. . controls are easier to reach. A 
new one-piece curved windshield gives you greater 
visibility. The new Ride Control Seat* lets you drive 
in relaxed comfort hour after hour, over all kinds 
of roads. Seat cushion and back move as a unit to 
“float” you over bumps without back-rubbing. 


Why not plan to get the whole money-saving story 
at your Chevrolet dealer’s soon! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 





THREE GREAT ENGINES — The new “Jobmaster 261” engine* for extra heavy hauling. The “Thrift- 
master 235” or “Loadmaster 235” for light-, medium- and heavy-duty hauling. NEW TRUCK 
HYDRA-MATIC TRANSMISSION* —offered on '2-, %4- and 1-ton models. Heavy-Duty SYNCHRO-MESH 
TRANSMISSION —for fast, smooth shifting. DIAPHRAGM SPRING CLUTCH —improved-action engage- 
ment. HYPOID REAR AXLE—for longer life on all models, TORQUE-ACTION BRAKES—on all wheels 
on light- and medium-duty models, TWIN-ACTION REAR WHEEL BRAKES—on heavy-duty models, 
DUAL-SHOE PARKING BRAKE—greater holding ability on heavy-duty models. NEW RIDE CONTROL SEAT*—eliminates back- 
rubbing. NEW, LARGER UNIT-DESIGNED PICKUP AND PLATFORM STAKE BODIES—give increased load space. COMFORTMASTER CAB 
—offers greater comfort, convenience and safety. PANORAMIC WINDSHIELD—for increased driver vision. WIDE-BASE WHEELS —for 
increased tire mileage. BALL-GEAR STEERING —easier, safer handling. ADVANCE-DESIGN STYLING —rugged, handsome appearance. 
*Optional at extra cost. Ride Control Seat is available on all cab models, “Jobmaster 261” engine on 2-ton models, truck Hydra- 
Matic transmission on 4-, %4- and 1-ton models. 


MORE CHEVROLET TRUCKS IN USE THAN ANY OTHER MAKE! 


CHEVROLET 
ADVANCE-DESIGN 
TRUCK FEATURES 
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Open-End Mortgage Plan Spreading 


Gathering momentum rapidly, 
the movement to change over to 
“open end” mortgages is spreading 
through the ranks of the nation’s 
lenders. Before 1954 is half gone, 
it is predicted enough lenders will 
be lined up behind the plan to give 
an important offset to any decline 
that may by then have developed 
in new housing. 


Easy to Understand 

By open end mortgage is meant 
merely a mortgage loan that may 
be increased at any time, up to its 
face amount, by a home owner de- 
sirous of improving or moderniz- 
ing his property. 

The open end mortgage idea is 
not new, and for at least five years 
there has been widespread discus- 
sion of making it more generally 
available. But up to now lawyers 
have found many alleged obstacles 
and many have counseled lenders 
not to go into open end mortgage 
lending. 


Removing Obstacles 

What may be done to facilitate 
open end mortgage lending in the 
near future seems to hinge largely 
upon what devices may be adopt- 
ed by title insurance companies. 
One large. title concern has made 
a deep cut in the legal Gordian 
knot by devising a simplified pro- 
cedure to insure titles of owners 
to cover additional sums borrowed. 

As a result some of the larger 
savings banks and savings and 
loan associations have adopted 
open end mortgage lending and 
are not at a loss for words in sell- 
ing it to their mortgagors. Com- 
mercial banks, particularly in 


small communities, have been slow 
to approve the open end mortgage 
on advice of counsel, but are eager 
to see the barriers lowered. 

What open end mortgages mean 
to the home owner in dollars and 
cents savings depends to some ex- 
tent upon how long his existing 
mortgage has to run, which gov- 
erns his monthly payments. But 
suppose a home owner has a 10 
year mortgage and want to bor- 
row an additional $2,000. 


Smaller Payments 


That would mean only an addi- 
tional $21.22 monthly; if the mort- 
gage had 15 years to run, the 
monthly cost would be only $15.82. 
In some cases no additional month- 
ly payments will be involved 
against the additional $2,000, if 
the maturity of the existing mort- 
gage can be extended by agree- 
ment. 

Contrast this monthly cost with 
the cost of an FHA advance of 
$2,000, which must be repaid in 
three years. The FHA monthly 
cost for that amount is $63.88. 
Furthermore, under the FHA re- 
quirements as they now exist, no 
borrower can obtain more than 
$2,500. 


Less Closing Costs 


Still greater expense is involved 
in taking out a new mortgage to 
replace the existing one at the 
paid down principal plus the 
amount of new money needed for 
improvements. There would have 
to be a new title search and legal 
expenses plus miscellaneous out of 
pocket costs. 





WOOD INTERIORS are featured in 1954 prefabs produced by National Homes, Lafayette, 


ind. This is the kitchen area of the Cadet line which sells for $6,100. 
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1954 CONVENTION DATES 


25-27, Northeastern, New York City, 
Statler Hotel 

25-26-27, Western Retail, Spokane, 
Wash., Davenport Hotel 

27-29, Southwestern, Kansas City, 
Mo., Municipal Auditorium 


February 

2-3-4, Michigan, Grand Rapids, Mich., 
Pantlind Hotel and Civic Auditorium 
3-4, Western Pennsylvania, Pitts- 
burgh, Wm. Penn Hotel 

8-4-5, Middle Atlantic, Atlantic City, 
Chalfonte-Haddon Hotel 

9-10-11, Illinois, Chicago, Sherman 
10-11-12, Mountain States, Denver, 
Shirley-Savoy Hotel 

16-17-18, Wisconsin, Milwaukee, Au- 
ditorium 

17-18-19, Virginia, Old Point Comfort 
(no exhibits) 


24-25-26, Nebraska, Omaha, City Au- 
ditorium 


March 


1-2-3, Texas, Dallas, Nat’l Assn. 
Comm. Lbr. Salesmen, Baker Hotel 
2-3, North Dakota, Fargo, City Au- 
ditorium 

2-3-4, Indiana, 
Temple 

4-6, Intermountain, Salt Lake City, 
10-11-12, Iowa, Des Moines 

12-18, West Virginia, Charleston, 
W. Va., Daniel Boone Hotel 

16-17-18, Carolina, Asheville, N. C. 
Auditorium 

17-18, Louisiana, New Orleans. 
17-18-19, Independent Retail Associa- 
tion, Minneapolis, St. Paul Auditor- 
jum 

24-25, South Dakota, Sioux Falls, 
Coliseum 

24-25-26, New Jersey, Atlantic City, 
N.J., Hotel Claridge (No exhibits) 
25-26-27, Tennessee, Memphis, Audi- 
torium (no exhibits) 


Indianapolis, Murat 


April 


5-6, Mississippi, Biloxi, Buena Vista 
Hotel 

8-9-10, Florida, Jacksonville, George 
Washington Hotel (no exhibits) 
11-12-18, Texas, Fort Worth, Will 
Rogers Coliseum. 

20-21-22, Southern California, Los 
Angeies, Statler Hotel 

21-22, Kansas, Salina, Lamer Hotel 
(no exhibits) 
22-23-24, Arizona, 
San Marcos Hotel 
23-24, Northern California, Yosemite 
National Park, Ahwahnee Hotel (no 
exhibits) 


All conventions have exhibits unless 
noted in the listing 


Chandler, Ariz., 
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Low-Lustre Enamel 
for Woodwork and Walls! 


@ Pittsburgh's new SATINHIDE is an enamel 
that’s different from any other pif finish 
you've ever known or sold! Formulated from the 
finest basic materials and newly discovered syn- 
thetics, it has a pleasing low, semi-gloss sheen, a 
smooth satin texture and offers unusual durability. 
@ Stroke for stroke, new SATINHIDE Enamel 


outperforms all other enamel products. It needs 
no primer or undercoater because of its own re- 


markable sealing properties. Its brush-ability | 


makes SA ig peg ast and easy, without tiring 


brush-pull. It can also be applied with roller or 
spray. It has no objectionable odor either during 
or after application. 


@ SATINHIDE Ename! levels out to a uniform! 
smooth surface—without apparent laps or b 
marks. It dries dust-free within four hours, 
hardens overnight to a tough finish that resists 
marring and scuffing, and will not chip, 1, 
crack or wrinkle. SATINHIDE can be scrubbed 
—even with harsh soaps and detergents— without 
harm to its color or sheen. 


@ Because new SATINHIDE Enamel is available 
in exactly the same colors as Pittsburgh’s famous 
Wallhide Rubberized Satin Finish, it is especially 
recommended for woodwork and other trim in 
rooms whose walls have been painted with 
rubberized W ALLHIDE. 


@ It is also excellent on walls and ceilings of 
kitchens, bathrooms, halls and other areas where 
a lasting, low-lustre sheen and a highly B ne 
tive finish are desired. Because SA HIDE 
withstands the effects of sun, rain and dew, it is 
also an ideal coating for porch and lawn furniture. 
@ If you are interested in the added sales possi- 
bilities of Pittsburgh's new “TWIN” combina- 
tion of new SATINHIDE and popviar WALL- 
HIDE Rubberized Satin Finish, send coupon. 


pP 


MASTER COLOR 
GUIDE 


Contains 151 Matching Colors of New SATIN- 
HIDE and WALLHIDE Rubberized Satin Finish 


@ To bring more prospective purchasers into 
its dealers’ stores, Pittsburgh makes available a 
comprehensive and easy-to-use manual contain- 
ing several complete sets of large chips of the 
151 colors in which aew SATINHIDE Enamel 
and rubberized WALLHIDE are available. These 
provide retail buyers with a simple and accurate 
system of color selection based on several pat- 
terns of color harmonies. 


MAIL THIS COUPON TODAY 





Pittsburgh Plate Glass Company, 
Paint Division, Dept. Al-14, Pittsburgh 22, Pa. 


I am interested in additional details of your new wall- 
painting “TWINS” —W ALLHIDE Rubberized Satin Finish 


TT and new SATINHIDE Enamel in matching colors. 
f SB U RGH a Lar te : Rit ; “p | 
© GLASS © CHEMICALS © BRUSHES © PLASTICS « FIBER GLASS 


P tlt ek Ge WH P A YT E 


Address. 





EE IL County 
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The "Green Chain’’.. 


. sorting and 


grading for Noyo Quality Control. 


oYO 


QUALITY CONTROLLED 


« 


german 
selects widths. 


@ Sawn, edged and 
trimmed to produce the 
best out of the log. 

@ Inspected and graded 
for consistent, depend- 
able, uniform quality. 

@ Scientifically seasoned 
to meet specifications 
called for. 


@ Surfaced and run to 
pattern by unexcelled 
planing facilities. 

@ C.R.A. grademarked, 
assembled and shipped to 
you under careful 
scrutiny to insure satis- 
fied customers. 


Precision edging, careful trimming, skilful grading 


Moving along on live rollers from the band saw 
in huge slabs, Noyo Redwood meets its first 
refining process at the edger. The“Edgerman” 


Every piece of Noyo Redwood is individually 
inspected on both sides and grademarked in 
accord with C.R.A. grading regulations. The 
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deftly sizes up the slabs and adjusts the edging 
saws to get the best possible combination of 
widths. Then the lumber flows on to the trim- 
mer where the “’Trimmerman” gets the best pos- 
sible combination of, lengths. Then on to the 
“green chain”! Here we see Quality Control in- 
tensified as a constant “'stream” of lumber flows 
on an endless chain belt before the sharp, 
searching eyes of trained graders and inspectors. 
SAN FRANCISCO 


620 Market St. 
SUtter 1-6170 


LOS ANGELES 
117 W. 9th Street 
TRinity 2282 


CHICAGO 


CEntral 6-1172 


228 N. LaSalle St. 


“green chain” process 
is an example of the 
thoroughness that 
keeps Noyo Redwood 
“Quality Controlled” 
to measure up to the 
specifications ana ex- 
pectations of your 
customers. 
NEW YORK 


2735 Grand Cent. Term. 
MUrray Hill 9-5189 


Union LUMBER COMPANY 


TREE FARMERS 
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AND MANUFACTURERS 


REGIONAL SALES 
REPRESENTATIVES 


In order to provide prompt, 
efficient “on the job” service, 
Union Lumber Company 
maintains carefully selected 
and trained sales representa- 
tives across the nation. Con- 
sult your local directory or 
write to our nearest office. 


Member: California 
Redwood Association 
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Report from 


Washington, January 23 


Newsmen who checked the 
President’s State of the Union 
message on their fingers tell us 
that in this document Mr. Eisen- 
hower promised Congress 14 other 
messages within the month; also 
he listed about 50 programs he'd 
like to have the lawmakers attend 
to at their early convenience. 

The budget message, one of the 
14, carries some 25 proposed tax 
reforms, not included in the above 
listings. And of course if the Pres- 
ident thinks of other legislative 
chores that ought to be attended 
to, he can always send somebody 
over with a memorandum. 

This work load is enormous; 
something to keep in mind when 
you try to guess the chance your 
favorite measure has of enactment 
at this session. The speaker of the 
House has said Congress will ad- 
journ by July 1; and while this is 
doubtless based upon hope rather 
than experience, the adjournment 
will hardly be much delayed be- 
yond that date. Not with a Con- 
gressional election coming up. 


Scheduling Problem 


But getting to work has been 
been delayed. That blizzard of 
messages is one reason. But more 
to the point is the fact that old 
Congressional hands know there’s 
not a dickeybird’s chance to get 
all the legislative passengers hold- 
ing first-class tickets loaded onto 
this law-making express. Some 
will have to wait for the milk 
train. So the leaders have held 
time-consuming but necessary has- 
sles, deciding who'll go and who 
must hang around at the junction. 

The White House Press Secre- 
tary says the letters and wires 
about the State of the Union mes- 
sage give highest public rating to 
tightening legal security against 
Communists in government, and 
reducing the legal voting age at 
Federal elections to 18. Nobody 
wants to guess that these two 
measures will come up at this ses- 
sion. Maybe so, maybe not. 

Congress pays a lot of mind to 
public opinion; that is, sometimes. 


At this writing the Senate seems Hill the 25th of January; just 


to be giving a lot of thought to - 


three measures for early consider- 
ation: the St. Lawrence Seaway, 
the cotton-acreage bill, and the 
Bricker amendment. The House 
seems inclined to give priority to 
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tax revision, amendments to Taft- 
Hartley, and the Attorney Gener- 
al’s proposed wire-tapping legisla- 
tion. 

Take a hard look at these half- 
dozen bills and then add some oth- 
er top measures proposed by the 
Administration: Hawaiian state- 
hood; flexible farm supports; in- 
creasing the Federal debt limit; 
extending the excise and corpora- 
tion income tax rates due for auto- 
matic reduction on April 1. Also 
foreign policy both in the Far East 
and in Europe; tariff revision; in- 
creasing the minimum wage; ex- 
tension of social security; atomic 
policies; conservation policies. 

Whatever else they involve, 
nearly every one holds the mak- 
ings of a violent legislative bat- 
tle; some between parties, some 
within parties. A legislative battle 
takes time; of which this session 
doesn’t have such a lot. 


“Must” Legislation 


There is definitely a block of 
“must” legislation. That’s appro- 
priations. No Congress is going to 
adjourn until it’s dealt with that 
one. The rest of the so-called 
“must” legislation merges off into 
the “maybe” class. 

Washington old hands are pre- 
dicting that the majority party 
will aim at passing half a dozen 
major bills, in addition to appro- 
priations; though the old hands 
don’t always agree about the list. 
It might be some sort of farm 
program, some expansion of social 
security, some tax revision, maybe 
an increase in minimum wages and 
the like. 

Perhaps you're surprised, as 
this page was, to be told there’s 
quite a lot of GOP support for 
increasing the minimum wage 
rate. Now that it’s been mentioned, 
of course you've guessed the reas- 
on, Election year. A good many 
Congressmen, Republicans and 
Democrats, favor raising the min- 
imum; all for the same reason. 


Housing Recommendations 
The President’s recommenda- 
tions about housing are due on the 


about this time: The message is 
based largely on the report of the 
President’s Advisory Committee on 
Housing. ‘ 
The story goes around the town 
at this writing, however, that Mr. 








WASHINGTON 


Eisenhower doesn’t quite like one 
recommendation made by the 
committee. That’s the one that 
secondary home mortgage financ- 
ing be transferred to a privately 
controlled central bank and that 
the Federal National Mortgage As- 
sociation be liquidated. 

In his State of the Union mes- 
sage the President said he'd rec- 
ommend the modernization of the 
home mortgage imsurance pro- 
gram; also that he’d add the pro- 
posal for the insurance of longer- 
term mortgage loans and for 
smaller down payments on homes 
for low-income families. There’s 
been quite a sharp difference of 
opinion in the industry itself about 
returning the purchase and dis- 
tribution of second mortgages to 
privately controlled banking prac- 
tices. In fact this item seems to 
have been the most controversial 
in the report of the Advisory Com- 
mittee. 

Whatever the technical propos- 
als turn out to be, there’s little 
doubt that both the President and 
Congress are intensely in ted 
in the welfare of the housing in- 
dustry and anxious to support it 
in the proper way. 


Construction Important 


It’s an old story that home con- 
struction is not only an important 
industry in itself but also that it 
has probably the widest effect in 
supporting other industries and 
keeping them at full employment. 
Of course this includes building 
materials industries; but to this 
list must be added the big indus- 
tries producing mechanical house- 
hold appliances, furniture, carpet- 
ing, interior decorating, and on 
through almost endless Jists. 

Until recently there’s been @ 
general reluctance about getting. 
too analytical in, the field of na-! 
tional unemployment; lest, wescre- 
ate the jiggles we want. to avoid. 
But men out of work in the auto-- 
mobile industry, for example, have 
been getting some anxicus atten- 
tion in the press. 

The government no doubt knows? 
about these things and what they 
mean; much better qgnd more ex- 
actly than we do. The rnment 
also knows about the er 
powers of house ponent eng 
the field of national economics, We 
can be pretty sure that the indus- 
try will get careful attention in 
the capital. 
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TRUSCON METAL DOORS AND WINDOWS 
ADD EXTRA HOME-SELLING FEATURES 


ve 


TRUSCON RANCH WINDOW is a bit wherever it’s shown! Here's a big volume, fast turnover item for you! 


Extra beauty, utility and value 
provided at low installed cost 


Get set for 1954 selling! Feature all these 
Truscon quality residential products. Truscon 
is telling builders and homeowners how they 
can add new interest and excitement to homes 
..» how they can make them better competi- 
tive values ... how these metal doors and 
windows help hold down installed costs. 


Those are sales arguments you can use, too. 
Investigate the big Truscon line. It includes 
steel and aluminum windows and interior 
steel doors for every room, every home style. 
Learn how Truscon backs you up with ware- 
house support, extensive advertising, cooper- 
ative advertising, training programs and other 
sales helps. Write for the Truscon story today. 





ee ee 
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TRUSCON CASEMENTS have corned 2 great reputation for outstanding value. EL WINDOW is the largest selling window of its 
When you sell Truscon, you sell both steel and aluminum. You buy from ome source. type im the world. Always good turnover on this number, 
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TRUSCON SLIDING STEEL DOORS are an item with tremendous 
potential. Women want this convenience feature, Truscon can 


show you a door display that packs a big merchandising wallop 
in only thirty-two square feet of floor space. Get the facts on this! 


TRUSCON ALUMINUM 
AWNING WINDOW now 
extends the market for 
this modern window to 
all seasons, all climates, 
It's full:; weatherstripped. 
Has other features you 
can sell... fast. 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


1058 ALBERT ST.» YOUNGSTOWN 1, OHIO 


og i tai. Export Dept.: Chrysler Bldg., New York 17, N.Y. 
TRUSCON INTERIOR STEEL DOORS. Insulated, quiet, easy to install. You sell 1c 
a complete package including frames and hardware. TRUSCON® & name you can bell = 
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EDITORIAL 


Twenty Things to Do BEFORE Cutting a Price! 





When faced with a price lower than yours on 
a competitive material list or job, try using one 
or more of the following management tech- 
niques. It may save the sale at a profit! 


1. Don’t get panicky. Hold the conviction 
that your price is right. Fear of price is the 
weakest point in selling. Be confident and your 
customer will respect you. 


2. Get all the facts: 


(a) check the quantity figured by com- 
petition 


(b) check the quality figured by com- 
petition 


(c) check the service figured by com- 
petition (40 items shown on the fac- 
ing page). 


8. Ask the customer to be reasonable. Per- 
suade him to make allowance for differences in 


your specifications or service that justify your 
price. 


4. Be flexible. Adjust your quantities, qual- 
ities and services to those of competition and 
refigure. 


5. Find out if customer is bluffing. Check to 
see if the lower price is real or a figment of the 
buyer’s too fertile imagination. Many a com- 
petitive price is named by buyers that was never 
quoted by competition. 


6. Why is the price lower? Find the “nigger- 
in-the-woodpile” of the competitive price—it’s 
nearly always there. 


7. Modify the specifications. Then you and 
your cut-price competitor are not figuring on the 
same thing. 


8. Sell what you have. Feature your exclu- 
sive brands and those things you do that no 
competitor can duplicate. 


9. Enlarge specifications. This will shift the 
basis of comparison. 


10. Seli the package. Add installation or 
erection labor to all or a part of the specifica- 
tion and take the sale out of competition—de- 
velop a package price. 


11. Check the job. Find out if any of the 45 
ways, shown on the facing page, are being used 
to chisel on the job. 


12. Discuss the product. Make the customer 
understand that someone can always build an 
inferior product to a price. That inferior mer- 
chandise is never a bargain. 


13. Cite examples. Give the buyer a healthy 
fear of the lower price by citing examples and 
case histories of sad experiences of people who 
bought on price alone. 


14. Refigure actual costs. Determine if 
changing source of supply will lower the cost 
you previously figured. 


15. Feature monthly payments. Reduce the 
price to monthly installments and emphasize 
ease of payment—and how small is the differ- 
ence when spread over a period of use! 


16. Sell your company. Emphasize all the 
good points about your company—its history— 
its personnel—its reputation. Build a buyers’ 
yardstick and check off your sales points, one by 
one. Remember superior salesmanship can win 
over price. 


17. Can the competition be right? Ascertain 
whether a mistake has been made in your com- 
petitor’s estimates. By taking corrective action 
you may make a friend. 


18. Be reasonable. Demonstrate the differ- 
ence between price and value. Always avoid an 
argumentative attitude. Talk customer benefits 
instead. 


19... Think of the future. Consider the ethics 
and future implications of cutting or not cutting 
your price. 


20. Offset a concession. Plan a sale at a 
compensatory price to offset any concession. 
Always remember than any concession from 


price—every penny of it—comes right out of net 
profit! 
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Does Competition Perform these Services? 


Contractor Services 


Clearing a direct sale with no serv- 
ice except use of company name (and 
possibly credit). 


Direct carload shipments—credit only 
—no handling. 


Delivery direct from siding 
warehousing. 

Delivery to contractor’s truck at 
wholesale warehouse where no serv- 
ice other than credit is involved. 


Delivery by wholesalers or manufac- 
turer’s truck direct to contractor job. 


Dealer warehousing and storage of 
materials and supplies. 


Complete stock of building materials, 
equipment and supplies. 


Delivery of materials from inventory. 
Assisting contractors in financing 
jobs during construction. 


Arranging consumer sales financing 
for contractor. 


Take off of material lists. 


Preparation of estimates. 


Organizing service details — billing 
into the shop. 


Drafting, measuring, sketching, plan 
services, 


Consumer credit investigation. 


Counseling on quality, quantity and 
timing of consumer service. 


Digging up prospects and sales for 
contractors. 


Office facilities and service. 
Yard and shop facilities and services. 


Tool sheds, job offices and job signs. 


Frequent small 
service, 


deliveries and job 


Credit for returned merchandise. 
Service calls on the jobs. 
Help with consumer collections. 


Complete material service and satis- 
faction. 


Consumer Services 


Building information. 

Survey of consumer needs and coun- 
seling. 

Quantitative and qualitative classi- 
fication of consumers needs, 

Plan service. 


Preliminary estimates. 

Arrange mortgage or installment fi- 
nancing. 

Counter merchandise arranged for 
self-selection. 

Advice on contractors and/or archi- 
tects. 

Prepare detailed specifications. 


Organize final contract, cover per- 
mits and legal angles, 


Arrange sub-contracts and sub-mate- 
rial supply. 


Assume responsibility for material 
quantities and qualities. 


Accept responsibility for workman- 
ship. 


Collect and distribute proceeds, 
Service after the sale. 





Does Competition 


They use cheap roofing. 
They use an inferior grade of lumber. 


They skimp materials (using three 
nails where five should go, etc.) 


They skimp construction (spacing 
joists and studding 24 inches instead 
of 16 inches). 


They leave out certain vital items 
(bridging and bracing). 


They use lightweight felt and paper. 


They use 
terms. 


erroneous’ specification 


They use undersize window and door 
frames. 


They skimp the thickness of the plas- 
ter. 


They use plaster bases that cause 
cracks, 


They use flat grain instead of quar- 
ter sawed flooring. 


They use low-grade siding. 


They use inferior paints and put two 
coats where three should go. 


They use soft wood where hardwood 
should be’ applied. 


Burtp1nc Propucts MERCHANDISER 


Chisel by Skimping? 


They cheat on the thickness of in- 
sulation, 


They have too few electrical outlets. 


They use the inferior gauge of elec- 
trical wiring. 


They use lightweight pipe and fit- 
tings. 


They install undersize, inferior furn- 
aces, 


They use antiquated plumbing fix- 
tures. 


They use second-grade hardware, 
They use obsolete heating equipment. 


They leave kitchen and bathroom 
walls unprotected. Tile is not used. 


They cheat on the decorative trim. 
They construct a unit with less floor 
area than required. Sometimes even 
with fewer rooms, 

They install inferior sheathing. 
They eliminate one or more windows. 


They substitute cinder blocks for 
more adequate, specified materials. 


They fail to supply gutters, down- 
spouts and splash boxes. 


They pour footings and foundations 
which are sometimes less than one- 
half the required depth or thickness. 


They fail to supply specified drive- 
ways, walks and garages. 


They fail to grade the lot or land- 
scape it. 


They use smaller dimension lumber 
in floor and frame supports than 
specified. 


They fail to encase stairways and to 
provide risers on stairways. 


Tney fail to waterproof basements, 
or to provide necessary drainage fa- 
cilities. 


They fail to supply weather strip- 
ping. 


They fail to supply furnace jackets. 
They use inferior siding. 


As much as 20% can be chiseled from 
the right price of a $12,000 house by 
such practices! 
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COVER: INTERESTING FEATURE of Gale Bye’s new barn under construction are the feeding windows, set in pairs, 


for feeder cattle. ‘To sell your barn over a competitor’s,” says manager Herb Tinnes, “you have to offer something 
that’s different.”’ Left to right, contractor George Herbeck, owner Bye and manager Tinnes. 


Tips on Developing More Farm Business 


Drive out to the farm and visit 
your prospect if you want to build 
rural volume, advises Herb C. Tin- 
nes, manager of the Central Lum- 
ber Co., at Grand Forks, N.D., in 
the Red River valley. 

Until last summer, 80% of this 
yard's business was city trade. 
Then Tinnes scheduled himself to 
call on farmers severa! afternoons 
a week, every week. Tracking a 
man down to the “east 40” some- 
times took a little extra time, but 
it was worth it. Not only did those 
summer calls get orders for imme- 
diate delivery, but there was a 
marked increase in farm business 
last fall, compared with 1952. 

“Getting to know the farmer 
personally is very important,” 
Tinnes added. “If you don’t dis- 
play your order book too obvious- 
ly, he feels complimented that you 
have come out to see him. He's 
never too busy to talk about his 
own and his neighbor’s plans, and 
almost always can tell you of 
someone who is planning an im- 
provement. With a sustained call- 
ing program, you can meet a lot 
of farmers in a month.” 

Basic knowledge of the require- 
ments of regional farm products 
pays off too, Tinnes says. In the 
Red River valley, for instance, po- 
tatoes are a major crop. This 
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Get acquainted with your prospects at THEIR place 
of business; familiarize yourself with their problems, then 
help solve them—that’s Herb Tinnes’ (Central Lumber Co., 
Grand Forks, N.D.) success formula. 


means storage warehouses well in- 
sulated against winter cold and 
summer heat. Humidity is high in 
these buildings, so vapor barriers 
and rot-proof insulation are im- 
perative. For the vapor barrier, 
Tinnes sells 25/32” sheathing for 
a liner, which, in turn, is thor- 
oughly vapor-proofed. For insula- 


tion he recommends vermiculite 
fill, usually poured in six inches 
thick, since the studs are 2x6’s. 
These warehouses represent a nice 
insulation business. Tinnes sold 
one recently that took 900 bags of 
vermiculite. 

This is grain and feeder cattle 
country also, and Central-designed 
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INSULATION IS IMPORTANT SALE for buildings like these potato storage 
warehouses. These warehouses took 900 bags of vermiculite. 
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PERFORATED HARDBOARD IS USED to help make tbis an attractive 
home planning corner. Boards are suspended from half-rounds on No. 


16 chain. Full details in article. 


barns have an individuality that 
appeals strongly to farmers. 


Interesting Roof Design 


“The main difference in our de- 
sign is in the radius of the roof,” 
Tinnes explained. “Barns around 
here are getting lower, and the 
curve of the roof must be right so 
it won’t look as if someone had 
dropped something on it. Farmers 
take a lot of pride in their build- 
ings, and to sell your barn over a 
competitor’s, you have to offer 
something that’s different. We 
changed our radius and are selling 
the curve of our roofs. Of course, 


MANAGER HERB TINNES figures a materials bill for 
Mobile islands (described in 
article) were built in the yard, encourage self-shopping. 


farmer George Saumur. 
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we have cases where the customer 
has already decided what he wants 
in design.” 

One 36’x80’ cattle barn built last 
summer has 20 feeding windows 
along one side, hinged at the top 
and opening to a concrete manger 
inside the building. This makes it 
possible for the cattle to feed 
from inside, outside or both sides, 
simultaneously. Another new barn, 
this one 35’x60’, was designed for 
140 head of beef cattle with stan- 
chions for six dairy cows. 

“We're suggesting combination 
buildings that have considerable 
versatility,” Tinnes continued. 





MANUFACTURERS’ LITERATURE 
is carefully departmentalized. Each 
producer's representative is alloted 
whatever space he requests. 


“The combination granary and 
barn setup we have in this area is 
new by comparison with farming 
communities farther east. This 
year we also started to feature a 
machine shed-utility building.” 

Remodeling rural churches is an- 
other way to earn good will and 
promote overall farm business, 
Tinnes points out. 


Church Jobs Offer Leads 


“A church job properly handled 
gives you a better contact than 
you could possibly get by selling 
an individual farmer a home or a 

(continued on next page, 


IMPOSING EXTERIOR of the big Central Lumber Co 
yard in Grand Forks, N. D. 
is 160x160. Plenty of paved parking area is adjacent to 


Main building and office 


the main store and warehouse. 
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barn, Of course, a lot more people 
have to be satisfied, and you spend 
more energy selling a remodeled 
church than a new building. But 
you make from 200 to 400 people 
happy, instead of two or four. It’s 
a type of community service and 
direct results are noticeable: no 
argument about it. One of our re- 
cent church jobs sold three others, 
all non-competitive.” 

From early experience in a re- 
tail hardware store, Tinnes knows 
the selling punch of good point-of- 
sale displays. He built the perma- 
nent display equipment used in the 
sales room. The attractive 36’x50’ 
space is divided by three aisles 
flanked by rows of mobile islands 
patterned on those used in super 
markets. Exceptionally easy to 
handle, these islands are so com- 
pact and commodious that mer- 
chandise displayed in the center of 
the room alone would cover a wall 
six feet high and 50 feet long. 

The islands are built in sections, 
each reversible, three feet high and 
three feet long, with two shelves 
sloping slightly to the back. The 
top shelf is level. Pieces of 1%” 
composition hardboard divide the 
shelves into 4”, 5”, 6” and larger 
units. Molding on the front carries 
the price of each item in easy-to- 
read celluloid numbers that snap 
in place. There is ample toe room 
underneath. 

A sturdy, four-wheeled cart de- 
signed and built by Tinnes is used 
to keep the islands stocked from 
the unpacking room. This cart is 
20” wide, 26” high and 48” long, 
with a 14” space between the top 
and bottom shelf. Made of 2” 
plank, it rides on 31” ball-bearing 
casters that slip easily over sills 
and can carry up to 900 pounds. 
Tinnes got the idea for the cart 
from a conventional adding ma- 
chine table. 

Merchandise on the islands is 
quickly dusted by running a va- 
cuum cleaner across the top and 
front. The islands have proved so 
satisfactory that the first three 
built 12 years ago have been ex- 
panded to a total of 38. 


Uses Perforated Hardboard 


Supplementing them are sections 
of perforated hardboard with 
which Tinnes has been experiment- 
ing for the past two years. 
Around the walls, the board is sus- 
pended from half-rounds on No. 16 
chain. Light to handle and easily 
detached, these wall displays can 
be moved anywhere in a matter of 
minutes. They are changed, either 
in location or material, about ev- 
ery 10 days. 

Tinnes also uses them on top of 
the islands as a neutral back- 
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ground for the front side. On the 
back, plans and literature are dis- 
played, and there are shelves on 
brackets to hold stuffer-sized fold- 
ers. 

“We used to have trouble with 
these smal] pieces,” Tinnes com- 
mented. “You have to put them 
out to get them to the public. But 
if you lay them down flat, people 
are more likely to overlook them 
and they get dirty. We've found 
that when you mount and project 
literature, it has more eye appeal 
and gets more attention.” 

To display large folders and 
books upright, Tinnes designed an 
easel, 834” wide, 1214” high, and 
4,” deep on the sloping bottom, 
tapering to a 1” depth at the top. 
These easels can stand alone on 
counter and island tops. Wider 
sizes are supported on brackets in 
the perforated board that lines the 
neat and inviting planning center 
in one corner of the display room. 


Space for Literature 


Another innovation that keeps 
literature stocks clean, up-to-date, 
and accessible are departmental- 
ized literature shelves in the draft- 
ing room. Each manufacturers’ 
salesman is allotted whatever 
space he requests, and is thereafter 
responsible for seeing that his 
compartment is kept stocked with 
the newest product literature his 
firm has available. When he wants 
the yard to include a folder with 
monthly statements, he merely 
leaves the requisite number. 

The yard makes good use of di- 
rect mail and has a list totaling 
around 1,000. This is supplemented 
by newspaper advertising and a 
booth each year at the Grand 
Forks Home Show. 

Built 12 years ago, the yard is 
located at the dead center of town. 
Frontage extends for one block, 
and there is space equal to 1% city 
blocks in the rear. The main build- 
ing and office is 160’x160’, the rear 
warehouse 24’x174’ and the front 
warehouse 24’x140’. The yard is 
served by three railroad spurs hav- 
ing a total trackage of 550 feet. 
Conveyor equipment and a rubber- 
tired lumber cart are used within 
the yard. A fleet of four trucks 
provides prompt delivery service. 

Tinnes has been manager for the 
past 23 years. He is active in civic 
affairs and is a member of the 
Chamber of Commerce, Elks, and 
Masonic lodge and serves as treas- 
urer of the Greater Grand Forks 
State Fair. 

Randy Paulsen is assistant man- 
ager and Arnold Surprenant. third 
man. Both are graduates of Dun- 
woody Institute, a vocational 
school located in Minneapolis. The 
staff totals 10 employes. 





Can We Help You? 


Our main reason for publishing 
American Lumberman is to help you 
operate your business more efficient- 
ly—in short, to increase your profits 
and reduce your operating expenses. 

We have a number of valuable 
sales aids, some free and some avail- 
able at a nominal charge, to help you 
do just this, Please send your orders 
to American Lumberman, 139 North 
Clark Street, Chicago 2, Ill. 


“New Profits in Tool Rentals” 

Many dealers are making extra 
profits with a tool rental depart- 
ment. Other dealers are considering 
tools for rental. Both groups face the 
same problems: 

How to select tools to rent; how to 
set rental fees; how to keep tool 
rental records; how to make money 
with accessories; how to advertise 
tools; when to sell used tools. 

You will find the answers to these 
questions in a valuable reprint ar- 
ticle from American Lumberman en- 
titled, “New Profits in Tool Rentals.” 
dust send 10¢ to American Lumber- 
man, 139 North Clark St., Chicago 2, 
Tll., and we'll mail your copy at once. 


Do-It-Yourself Kit 

More and more dealers are inter- 
ested in promoting consumer busi- 
ness. Now the trend is toward helping 
homeowners who want to do their 
own work by providing the building 
materials and services they require. 

American Lumberman has deve!- 
oped the only all-purpose Do-It-Your- 
self Kit available for dealer use. It 
contains banners for your windows: 
signs for your trucks; consumer fold- 
ers; suggested direct mail letters; 
newspaper ad mats; radio and tele- 
vision announcements and other a‘ds. 
Price $7. 


Films You Can Use 

Visual aids like colored slides and 
movies are helping dealers clinch 
sales every day. There are scores of 
such industry films available. 

A description of these films and 
how to get them is explained in the 
reprint from another exclusive Amer- 
ican Lumberman article, “Films for 
the Dealers’ Use.” Price 10¢. 


Check Your Insurance Coverage 

How good is your insurance cover- 
age? Are you covered for lesser as 
well as major catastrophies? One 
way to be sure is to go over Amer- 
ican Lumberman’s article, “Check 
Your Insurance Coverage Against 
This List.” 

The list was prepared especially 
for retail lumber dealers with assist- 
ance from insurance advisers to the 
Middle Atlantic Lumbermen’s Asso- 
cizticn, No charge for this reprint. 


Free Fence Booklet 

An attractively-illustrated 16-page 
booklet entitled. “Let’s Build a Weod 
Fence.” is available for consumer dis. 
tribution. 

This booklet illustrates a wide va- 
riety of wood fences: shows what 
types are best for various locations: 
gives customary dimensions and spac- 
ing for picket and stretcher fences. 
Write American Lumberman for 
source of these booklets. 
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YOUR AD OF THE WEEK 





No, 2 of a Series 


PROJECT PICTURES ADD INTEREST 


For two reasons, we've selected an attractive recre- 
ation room as the feature illustration in the suggest- 
ed ad at right: 


1. Timeliness: Although a popular project at any 
time of the year, construction of a recreation room 
has special appeal during winter months when out- 
door activity is restricted. It is one of the weekly 
advertising themes recommended by the National Re- 
tail Lumber Dealers Association in its 1954 Adver- 
tising and Display Guide. 


2. Package theme attracts readers: ADservice has 
frequently emphasized that the most effective lumber 
dealer ads are those featuring completed projects or 
“packages,” with supplementary illustrations of sev- 
eral products. 

The finished job, and the pride, comfort, conveni- 
ence and pleasure that come with owning it, are 
appeals that create sales. Prospects are stirred to 
action by a desire for the end result, not just the 
materials that go into it. 


Of course there are other successful ad patterns. 
Many dealers get consistently good results from ads 
crowded with tiny product cuts. But if you are bidding 
for more homeowner business, by all means use some 
of your space for project selling. 


It’s easy to make up Your Ad of the Week—and 
hundreds of others — with ADservice mats, offered 
exclusively by American Lumberman. 


254 MATS OF PROJECTS 
AND PRODUCTS 
AVAILABLE TO 

LUMBER DEALERS ONLY. 

Send now for your free copy of 
this 48-page book showing the 
complete series of ADservice 
mats, plus layouts and ideas 
that will help you prepare bet- 
ter ads. 


: (please print or type) 


: AMERICAN LUMBERMAN 
} 139 No. Clark St., 
Chicago 2, Illinois 


} Rush my free copy of the 48-page ADservice book. 


i NAME 

i COMPANY 

{ ADORESS 
city 


Burtpinc Propucts MERCHANDISER 


All illustrations in the ad below are offered in the 
ADservice book on Mat Pages 1, 8, 13, 17 and 21. 
Send coupon for your free copy. 





























Quality Materials for Home Modernization 
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SELECT (BRAND) : 
KNOTTY PINE CEILING TILE 
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YOUR NAME 
L = 








Suggested Copy “A” 

No home is complete without a special room for fun, 
parties, games. You can build it from waste basement 
or porch space. And our budget payment plan makes it 
so easy for you to own! 

Only $00 per month for materials for average 20x15 
basement room—-select Knotty Pine walls, (brand) Ceil- 
ing Tile, (brand) Floor Tile, furring and partition lumber. 

Come in today! Our room planning experts will help 
you design just the room you want! 
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Producers Pushing 
in Big National 


Smart Dealers Will 
Tie-iIn— Other Screen News 


During the next nine months home- 

Get Your Screening Sales owners of America will learn a lot about 
the advantages of aluminum insect wire 

screening. The Aluminum Company of 

ROLLING with America is stimulating sales of alumi- 
num screening in one of the biggest con- 
sumer promotions ever undertaken for 

these 6 Great Feature such a product. At the same time, Rey- 
Ss nold’s Aluminum is using network tele- 

vision and other media with a “‘Do-It- 
“ in Yourself” theme to promote the use of 

only the Multi-Strand Line aluminum screening. Alert dealers will 
take advantage of these tremendous 

* consumer campaigns by stocking Durall 
gives you. ees Aluminum Tension Screens and AL- 
DURA Insect Wire Screening. The 
highly superior wire produced by both 


A 
2. Multi-Strand Edge these big manufacturers is used in 
DURALLS and ALDURA and more 
» B Measured Edge and more customers will be pre-sold on 


aluminum screening, which makes them 


. better-than-ever prospects for DURALL 
3. Uniform Mesh and ALDURA, Repetition of the sales 


points in this big consumer campaign 

4. Even— Won't Pull or Stretch will help to sell these fine New York 
Wire Cloth Company Products. 

5, Lies Flat When Unrolled Home Craftsman Notes: Reynolds 

Do-It-Yourself Aiuminum now opens 

6. Perfect Mesh up exciting new fields for the home 

craftsman. Here’s an ever-increasing 

“extra’’ for alert dealers. Be sure you 

4 have the manufacturers’ materials for 

Stock, Feature and Display home projects for the man who likes to 

do it himself. You can cash in by sup- 


ALDURA—The new Alclad Aluminum alloy that plying him the work materials he needs! 
doesn't stain, needs no painting and looks better. 


LIBERTY BRONZE—Superior hard drawn bronze DO’S and DONT’S 


(90% copper). Thorough weather protective On Metal Screens 
coating. 


Due to the incompatibility of aluminum 
OPAL—Full gauge, hard drawn steel wire with 


and bronze, the following list of DO’S and 
weather-proof white satin finish. DONT’S should be strictly observed: 


DO. . Use copper tacks with bronze 
screening. 


DO. . Use aluminum or steel tacks 
with aluminum screening. 


, ; DON’T . Install bronze screening in 
NEW YORK WIRE CLOTH aluminum frames and vice 
COMPANY 


versa, 
63 Pork Street, New Canaan, Conn, 


Install aluminum screening 
in frames which previously 
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Advertisement 


Aluminum Screening 
Consumer Program 


contained bronze screening 


without careful cleaning. 


Use copper tacks to fasten 
aluminum screening and 


vice versa. 


One thing about good merchandising 
tips—they never get stale. Any time of 
the year is the time to pass them along, 
and here are a few any dealer will find 
useful: 


1. SELL MORE TACKS— it’s the 
most natural tie-in sale with screens. 
Nearly every customer needs them 
for installation. But remember, sell 
only copper tacks for fastening 
bronze screening in wooden frames. 
If the screening is aluminum sell al- 
uminum, galvanized steel, stainless- 
steel, blued steel or common bright 
steel tacks in that orderof preference. 


-. SELL MORE CHISELS— keep 
batch of wooden screens showing 
various types of joints near screening. 
Leave unglued so your customers 
can putter. Helps move chisels, dove- 
tail, hack and other saws. 


IMPORTANT 


Meshes coarser than 18 x 14 do not 
conform with the U. S. Department of 
Commerce standard number 138-49 
covering insect wire screening. It has 
been proven by laboratory tests that 
coarser meshes do not keep out disease 
carrying insects. Beware of substitutes 
Insist on 18 x 14 mesh screening when 
purchasing insect screening, window 
screens and doors. All OPAL Galvan- 
ized, ALDURA Aluminum and LIB- 
ERTY Bronze has a finish coat as re- 
quired by commercial standards. Look 
for the commercial standard label or tag 
on your screen and screening. You can 
be sure with New York Wire Cloth 
Company’s products. 


Reminder: Ask for the latest catalog of 
plans and projects on Reynolds Do-It- 
Yourself Aluminum. You’ll be particu- 
larly interested in Series Number 11, 
“How To Make Reynolds DO IT 
YOURSELF Aluminum Window 
Screen and Plastic Storm Windows. 
Your handy-man-customers will be in- 
terested, too. Good chance here for 
some extra sales of screening, plastic, 
nails, tacks, etc. 
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This New Kind of Screen — 
opens a BRAND New 
Market for You! 

your customers want DURALL 


1. Durall Goes Up From 
Inside in 9 Seconds 


Durall Is Aluminum, 
Can’t Rust of Stain 


Durall Cests Less Than 
Old-Fashioned Screens. 


Durall Rolls Up 
to Store 


Durall Is The Only 
Packaged, Complete 
Screen 


Durall Fits Snug as a 
Clamshell 


Cash in on the Huge Demand 
for this NEW SCREEN! 


Five million Duralls have been sold in every state in the country 
but the market has hardly been scratched. Dealer upon dealer, 
in hardware stores and lumber yards, this year is stocking Durali 
exclusively. And powerful advertising in magazines is helping 
them to make fast, easy and profitable sales, Ask your 

to supply you or write to: 


vs ak We 


NEW YORK WIRE CLOTH 
COMPANY 


63 Park Street, New Canaan, Conn. 
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Send now for YOUR FREE COPY ™& 





48-PAGE BOOK 

SHOWS HOW TO 
IMPROVE YOUR ADS, 
SAVE TIME AND MONEY! 





Now — in one big book that’s 
yours for the asking — we've 
reproduced the complete AD- 
service you’ve seen featured in 
American Lumberman. 


Here’s real advertising help for 
you — ideas, layouts, copy sug- 
gestions, and reproductions of 
254 mats made exclusively for 
ADservice. All mats available to 
lumber dealers only at very low 
cost. 


A COMPLETE EASY-TO-USE ADVERTISING 
SERVICE FOR RETAIL LUMBER DEALERS 


Iucluding: 


ADservice is the most flexible 
ad plan ever produced! Practical 
and economical for large or 
small dealers — for ad budgets 
of any size. Ties in perfectly 
with new Merchandising Calen- 


a series of constructive, helpful articles offering 
valuable ideas and suggestions 


plus 


a catalog of 254 exclusive mats of products, appli 
cations, and home-improvement projects 


dar prepared by the National 
Retail Lumber Dealers Asso- 


ciation. 


, Chicago 2, Ill. 


plus 


practical ad layouts and copy suggestions for a 
year ‘round advertising campaign 


SEND COUPON NOW 
FOR YOUR COPY 


REPRINTED FROM AMERICAN LUMBERMAN & BUILDING PRODUCTS MERCHANDISER 








AMERICAN LUMBERMAN 
139 No. Clark St. 


Please rush my FREE copy of the 48-page ADservice 
book. 


A message from ART HOOD, 


Editor, American Lumberman: 
COMPANY 


ADDRESS. “Scores of dealers have told me that ADeervice 
ic one of the most progressive and helpful 
ad plans ever offered te the industry. ve 

are proud of the tremendous deal e 
of this exclusive service and are happy to 
make this book available to our readers at 
no charge.” 


NAME.. 





city 


ZONE... .STATE...... 
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Your Financial Counselor 


By Fields and Fields 


This new department can help you with 
your most intricate management problems. 
Questions will be answered in the column 
by Fields and Fields, Chicago certified public 
accountants, who have years of experience 
with lumber and building material clients. 
The questions below are from dealers like 
yourself, who believe that intelligent finan- 
cial control of a business is essential in 
these competitive times. 


Q. Our volume of sales on the 
installment method are increasing. 
We keep our accounting records on 
the accrual basis of accounting and 
as a result pay income tax on the 
profit from these sales in the year 
of sale even though collections may 
be spread over the next two or three 
years. Is there any other method of 
reporting income for tax purposes 
that will give us relief? 


A. Income from installment sales 
may be reported for income tax pur- 
poses on the installment basis of 
accounting, that is, proportionately 
as collections are made. When this 
method of accounting is used, the 
records must be kept so that install- 
ment sales and gross profits thereon 
are segregated from other sales. Also 
collections on such sales must be al- 
located to the years in which the 
sales were made. 


As for example, if the total of in- 
stallment sales for 1953 were $75,000 
and the gross profit thereon was 
$25,000 (3314% gross profit) collec- 
tions and profits on those sales would 
be reported as follows: 

Income 
to be 
Reported 
33-1/3% 
$10,006.00 
8,333.33 
6,665.67 
$25,000.00 


Year 

1953 

1954 

1955 
Total 


Collections 
$30,000.00 
25,000.00 
20,000.00 
75,000.00 


Thus the gross profit of $25,000 
would be spread over three years in- 
stead of all taken up in one year. It 
is of importance that the gross profit 
percentage on each year’s install- 
ment sales be determined separately 
and collections be designated as to 
which year’s sales they apply. 


Must one apply for permission 
from the Director of Internal Rev- 
enue to go on the installment basis 
of accounting for income tax pur- 
poses? A change to the installment 
basis of accounting may be made 
without permission. But permission 
must be obtained before changing 
from the installment basis to the ac- 
crual basis. 


A word of caution, however — a 
change from accrual basis to the in- 
stallment basis may resuit in double 
taxation. A dealer that changes to 
the installment methods cannot ex- 
clude from income in the year of 
change or any subsequent year 
amounts actually received in that 
year on account of sales made in a 
prior year. As a result, the profit on 
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such sales is often taxed twice, once 
when the sale is made and again 
when the installments are collected. 


Q. In your November 2, 1953 Fi- 
nancial Counselor there is a question 
pertaining to the inventory required 
for a certain volume of business. We 
would appreciate a breakdown for a 
building material inventory. 


A. Your question concerning the 
breakdown of the inventory that 
should be carried in a building ma- 
terial inventory is dependent upon 
the volume and gross profit rate of 
each of the main categories of mer- 
chandise sold. Since we do not know 
your sales volume we cannot give 
you a direct answer to your ques- 
tion. 


You will recall that we stated in 
the November 2nd column that our 
survey indicated that the annual in- 
ventory turnover of a lumber yard 
having a sales volume of around 
$350,000 is 5.5 times. By dividing the 
cost of such sales by the desired 
turnover (which in our example was 
$262,500 divided by 5.5) we arrived 
at the average inventory that should 
be carried by such a company 
($47,750). 


It should be remembered that our 
survey revealed a composite turnover 
and we did not obtain the breakdown 
of the inventory turnover of each of 
the main items of inventory carried 
by the average lumber company. 


The size of the millwork inventory 
is dependent upon two factors: 


1. Do you manufacture your own 
millwork ? 


2. What percentage of your mill- 
work sales are made to specification ? 


If a lumber yard had an annual 
volume of $350,000, of which $325,000 
consisted of lumber sales and $25,000 
of hardware sales, we would guess 
that the lumber inventory should be 
$42,600 and the hardware inventory 
should be $5,150, computed as fol- 
lows: 

Lumber Hardware Total 
sales $225,000 825,000 $350,000 
Gross profit 

rate 24% 
Cost of 

sales 


Expected 
turnover 

Average 
inventory 


28% 25% 


$247,000 #15,550 $202,500 


5.8 times 3 times 5.5 times 
$ 42,600 $ 5,150 8 47.750 


The application of the above exam- 
ple to your vompany should give you 
the average lumber and hardware 
inventory for your company. 

We wish to point out the follow- 
ing: 

1. The gross profit rate used 
above is not typical but merely used 
to carry out our example. 


2. The computed inventory is av- 
erage and may go slightly above or 
or below dependent on the time of 
the year. 


Guaranteed! 
Easy to 


Foolproof! 
Install! 


MARKET-TESTED! 


Do-it-yourself kit makes it easy for 
anyone to replace worn or broken 
sash cords in minutes. Just remove 
old pulley and replace it with Life- 
time Balance. Householders, land- 
lords, handyman-carpenters buying 
by hundreds in test stores. Display 
unit sells for you. Your jobber has it, 
or for full details, write: 


UMA 


MANUFACTURING CORPORATION 


3275 HOLLENBECK STREET 


ROCHESTER 2 NEW YORK 





(To obtain more data on advertised products see page 53) 





Re rete ene - 


i> YOUR May Ec REAT 


STARKWEATHER SHOWROOM is built into the front of the warehouse. Letters can be changed for various mes- 
sages in window banner headline. This message, “Is Your Home Ready for Winter?” caught the attention of Mrs. 


Gerald Ritchie 


Fixit Business Keeps Two 


One job quickly leads to another, according to this 
Wisconsin firm, with plenty of experience in providing 


handyman service. 


The return of the handyman to 
the American scene is rivaling the 
upsurge of do-it-yourself as im- 
portant new trends affecting the 
dealer's business. 

More and more dealers, as re- 
ported in American Lumberman, 
are finding that lots of little jobs 
add up to good business. 

(See these articles in last year’s 
copies of American Lumberman: 
“House Doctor Has Many Profit- 
able Patients,” August 24, p. 26; 
“Homeowners Like Mr. Fixit Serv- 
ice,” August 10, p. 48.) 

Another dealer, famous in Beav- 
er Dam, Wis., for his “‘fixit’’ serv- 
ice is C. Starkweather and Son, 
Inc. 

In this city of 12,000 persons, 
two men are employed the year 
‘round on jobs that range from 
cleaning a bird’s nest out of a 
chimney to building cabinets, lay- 
ing tile in bathrooms or hanging 
storm windows. 

The service, eight years old this 
year, began when Starkweather’s, 
aggravated with pulling men out 
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of their construction crews to do 
minor jobs, put two men on a 
truck permanently, painted “The 
Fixit Man” on the sides and 
turned it loose. 

“We never quite catch up with 
demand,” says Charles A. Stark- 
weather, president of the firm, 
“and we are most careful to an- 
swer calls in order. Show prefer- 
ence, and you're lost.” 

(The exception comes when dis- 
aster strikes. When a house or 
barn burns, Starkweather—now in 
his 70’s—delights in arriving be- 
fore the flames die down and ar- 
ranging with the owner to bring 
his crews in, by night and working 
under floodlight if necessary, to 
give aid.) 

The Starkweather firm, a lum- 
ber yard which enters extensive- 
ly into house construction and has 
22 carpenters, seven sheet-metal 
workers, two painters, two odd-job 
men, seven concrete men, eight 
masons and plasterers, two cab- 
inet makers, and two linoleum men 
on its payroll, puts about $40,000 


Men Busy 


Cover: STARKWEATHER'S FIX-IT 
MAN installs storm windows for the 
Ritchie house. Dave Richardson is 
on the ladder and Al Schultz is on 
the ground. Truck carries some 
items that are in constant demand, 
but it will be replaced by a special- 
ly-equipped vehicle for this work. 


a year into advertising. 

But only about $500 of this is 
allorated to the Fix-It-Man. 

The truck is “Starkweather 
Green,” a distinctive color in 
Beaver Dam. And, in the course 
of hundreds of miles per year 
about town, bearing its “The Fix- 
It-Man” legend on its sides, it 
does much of its own advertising. 
Several radio campaigns are 
waged each year, however, and it 
is plugged in the classfied ads of 
the local newspaper about three 


January 25, 1954, American LUMBERMAN & 








~ 





DOOR KNOB NEEDED FIXING, Richardson discovered just before leaving. Mrs. Ritchie wants to know how much it 


would cost before giving the go-ahead, 


days a week. 

“Most of the calls are despera- 
tion calls,” says Jim Hawes of the 
firm. “The housewife is tired of 
waiting for her husband to do the 
job, so she calls us. Generally, 
when our men get there and she 
starts thinking, there are other 
jobs to do. 

“The bird’s nest in the chimney, 


MRS. RITCHIE WATCHES Dave Richardson install window 


weights, which meant another sale. 
the attic soon. 
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for instance, wound up with our 
men pointing up the brick in the 
chimney, replacing three tiles in 
the hearth, and building a cabinet 
on either side of the fireplace that 
she’d been wanting for years.” 


Starkweather’s charge on a time 
and material basis, with a few ex- 


ceptions, such as a_ standard 
charge of $1.50 for opening bath- 


Quick, accurate on-the-spot estimating is important on fixit jobs. 


room doors to free children too 
frightened or too obstinate to open 
the doors for themselves. 

“By the time that mother has 
told her friends, and they’ve told 
their friends about what we did,” 
says Starkweather, “you have 
brought into play some mighty ef- 
fective word-of-mouth advertis- 
ing.” 


fasteners. She decided she also wanted stops and window 


Richardson figures the Ritchies, who have two children, will want to remodel 
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CUSTOMERS ARE SHOWN how they can lay their own tile 
by Mrs. Amy Corum, right, who heads this department. 


Attractive displays, application tips, demonstrations 
and newspaper advertising help Missouri firm boost sales of 
this specialty product 30%. 


Sales of floor coverings have 
jumped 30% at the Banks-Wilcox 
Lumber Co., Liberty, Mo., as the 
result of a strong promotional 
program in this department. 

Mrs. Amy Corum, secretary of 
the firm, who heads this depart- 
ment, has developed a sales tech- 
nique which is especially effective 
with women, 

“When discussing the finish of 
top-grade linoleum,” she says, “I 
tell feminine buyers, who do most 
of the floor covering shopping, 
that it can te scrubbed without 
danger of the color fading. Cus- 
tomers are asked to test the thick- 
ness of the felt in the linoleum by 
feeling it. 

“If asphalt tile is being consid- 
ered, our policy is to show all five 
grades in stock, but to emphasize 
the greaseproof G grade takes any 
type of paste wax and that the fin- 
ish is not damaged by grease. A 
customer desiring light color floor- 
ing seldom hesitates to pay the 28¢ 
per square foot cost of grease- 
proof tile. 

“Rubber tile?” asked Mrs. Cor- 
um. “Eye-appeal is the all-impor- 
tant feature in selling this line. 
The sparkling wax job it takes 
helps. For beauty-minded women 
it has top sales appeal.” 


Big Remodeling Market 
The home-remodeling market is 
the major source of business for 
floor coverings, according to Mrs. 
Corum. Contractors are a second- 
ary market. The company, with 
a 30x65-foot showroom stockéd 
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with paints, wallpaper, builders’ 
hardware and kitchen cabinets, 
draws suburban traffic from a 
wide area. 

Only 12 miles from Kansas City, 
the area is dotted with homes of 
suburbanites. The 7,000 employes 
in the big, new Ford plant have 
stepped up the demand for hous- 
ing. Many of these families are 
buying older homes and remodel- 
ing them by degrees. 

“Bathroom and kitchen remodel- 
ing are major projects of these 
homeowners. Sales of asphalt tile 
for bathroom renovation are 
heavy. The average sales ticket 
for a bathroom tile job is seldom 
less than $135. For kitchen re- 
modeling, linoleum outsells tile 
two to one.” 

As part of,the firm’s service, 
Mrs. Corum helps customers select 
floor covering patterns that will 
blend nicely with other living 
areas. How-to-do-it tips, store 
demonstrations and manufactur- 
ers’ literature are used to encour- 
age the homeowner to do his own 
work. 


Demonstrations Help 


“We show them how to start in 
the center of the floor, so the bor- 
der will be the same all the way 
around,” explains Mrs. Corum. 
at also demonstrate how to cut 
tile.” 

The sales personnel have found 
that the firm’s policy of carrying 
only one brand in each floor cover- 
ing enables them to give more 
product information and eliminates 
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LINOLEUM SAMPLES are placed in 
a point-of-sale display by Wesley 
Vaughn, sales manager. 


confusion in the customer’s mind. 

Store inventory of floor cover- 
ings include 14 9x12-foot rolls of 
rug linoleum priced from $5.49 to 
$15.49. Best-seller is the $9 lino- 
leum, which is displayed around a 
pillar in the center of the show- 
room. Inlaid linoleum is sold only 
from 3x6-inch samples of 18 in- 
dividual patterns. There is also a 
2x2-foot -sample unit which dis- 
plays three miniature samples of 
rug linoleum, folded back to pre- 
sent an appealing appearance. 
Twenty more samples are available 
for alternating the display. 

Built into the self-service paint 
display, near the front window, is 
a small niche containing 26 sam- 
ples of rubber tile and a collec- 
tion of asphalt tile patterns. 

“Building the asphalt and rub- 
ber tile display into the paint unit 
pays off in sales results,” Mrs. 
Corum declared. “When the aver- 
age remodeling customer comes to 
select paint for kitchen and bath- 
room walls, she is also keenly in- 
terested in floor covering that will 
blend with wall colors.” 

The firm uses newspaper adver- 
tising in the Liberty daily and 
three suburban newspapers to ad- 
vertise floor coverings. 


Newspaper Ads Help 

“We make it a point to answer 
as many questions about floor cov- 
ering as possible in ad copy,” Mrs. 
Corum said. “If asphalt tile is 
featured, the price for covering a 
given room size is furnished. We 
(continued on page 64) 
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“One man on a Clark truck equals 
33 manual man-hours...no wonder 


we swear by Clarks!” 


SAYS E. L. BURT, GENERAL MANAGER, RESERVE SUPPLY CORP., FRANKLIN PARK, ILL. 


A carload of insulation-board sheeting (60,000 square 
feet) is unloac.d by one man on a Clark truck in just 
one hour—a job that formerly required 33 man-hours 
by manual methods, says Mr. Burt. 


Insofar as possible, by prearrangement with suppliers, 
all shipments to this building material yard, serving 
170 customers on a cooperative basis, arrive in unit 
loads on pallets furnished by Reserve Supply. As ship- 
ments come in, two Clark trucks—4000 lb. gas-powered 
—take over: unload the cars; store the material——tiering 
as high as 16 feet; and withdraw customers’ orders— 
usually loading directly into customers’ trucks on the 
original pallets. Items handled are sheet insulation, 
masonite, rock lath, tile and others—no lumber. 


LARK 


EQUIPMENT 


Buttp1nc Propucts MERCHANDISER 


“These substantial direct savings have improved our 
profit picture,”’ says Mr. Burt. “In our old warehouse, 
13 men did all the materials handling—no trucks; in 
our new warehouse, six men and the two Clarks handle 
a 50% greater volume. We are exceedingly pleased with 
our Clark trucks.” 


Nothing here, you may say, that can’t be done in your 
own business—and you’re probably right! A good way 
to investigate is to ask your nearby Clark dealer, a 
man fully qualified to help plan a handling system 
custom-engineered to your business. Call him-—he’s 
listed in the Yellow Pages of your phone book. 


industrial Truck Division 


CLARK EQUIPMENT COMPANY 
Battle Creek 40, Michigan 
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STANLEY 


Rustic Iron 
Hardware 


Here is that hand-wrought ‘‘look’’— 
the rough textured finish, the ham- 
mered edges, the authentic design 
that every one is looking for. In this 
new, complete line, Stanley offers 
hardware that will accent the charm 
of any style home . . . that can be 
used for cabinets and full size in- 
terior doors in rumpus rooms, living 
rooms, dining rooms, dens, kitchens. 

Here is your chance to cash in on 
the fast-growing demand for rustic 
iron hardware. Write now for a sup- 
ply of colorful consumer folders 
showing the full Stanley line. Also 
ask about the attractive salesmaking 
display shown above (Salesmaker 
No. DB-533, size 12” x 14") and the 
No. 533A introductory stock package. 


The Stanley Works, 
New Britain, Connecticut 


STANLEY 


HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 
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Your Federal Income Tax Quiz 


How about a warm-up before the deadline examina- 
tion day, March 15? To learn some facts that may help you 
pass your final tax quiz, try your hand at these 10 questions. 
If you don’t answer them correctly, you are in danger of over- 


paying your taxes. 


This test is based on material from the American 
Institute of Accountants, the national professional society of 


certified public accountants. 
(Answers on page 42) 


1. Your wife did some work as 
a substitute teacher which brought 
in less than $600. She wants a 
refund of the tax withheld from 
her pay. You should: 

a. Let her file a separate return 
to get her refund, then file your 
return claiming exemptions for 
both of you. 

b. Advise her to file a joint re- 
turn with you. 

c. Each file a separate return 
claiming one exemption. 


2. You obtain three loans; the 
first to buy business supplies, the 
second to make repairs for a ten- 
ant, and the third to pay your 
son's college tuition. You can de- 
duct: 

a. The interest on the first loan. 

b. The interest on the first and 
second loans. 

ec. The interest 
loans. 


on all three 


3. You own several types of 
securities. Which of the following 
is taxable? 

a. Stock dividend (common 
stock distributed to common stock- 
holders). 

b. Interest on state and muni- 
cipal bonds. 

c. Interest on bonds of a tax- 
exempt educational institution. 


4. You are the sole owner of 
your. business. Your daughter 
worked for you part time and 
earned $595. She filed a return to 
get a refund of tax withheld from 
her wages. You can: 

a. Not take a deduction. 

b. Deduct her wages as a busi- 
ness expense and take a $600 ex- 
emption for her. 

c. Deduct her wages as a busi- 
ness expense, but not take the $600 
exemption. 

5. Your inventory pricing 
method can be changed only: 

a. If you are on a calendar year 
basis. 

b. By permission of the Treas- 
ury. 

c. Once during the life of your 
business. 


6. You gave your church a cor- 
ner lot for which you had paid 
$500. Its value at the time of your 
gift was $1,500. 

a. You must pay a capital gains 
tax on the $1,000 increase. 

b. You may claim a deduction 
of $500. 

ec. You may claim a deduction 
of $1,500. 


7. Which of these is not a re- 
quirement in claiming the $600 ex- 
emption for a dependent: 


a. The dependent must be a 
close relative as defined in the tax 
instructions. 

b. Must not have had $600 or 
more of income. 

c. Must not be claimed as an ex- 
emption by his or her spouse. 

d. Must be a citizen of the U.S. 

c. Must have received more than 
half his or her support from you. 


8. Your business is a partner- 
ship. Your partnership tax year: 

a. May be a fiscal year ending 
the last day of any month. 

b. Must be the same as your 
personal tax year. 

c. Must be the calendar year. 


9. You recently sold 25 shares 
of stock for a gain of $100. You 
had held these shares just under 
six months. You had no other 
“capital” transactions. Your tax 
on this transaction: 

a. Is the same as for ordinary 
income. 

b. Cannot be more than the cap- 
ital gains ceiling of 26%. 

c. Is based on 50% of your cap- 
ital gain. 


10. You have made a gift of 
stock to one of your children. If 
the dividends from this stock 
amount to less than $600: 

a. The dividends must be re- 
ported, but no tax is imposed. 

b. They are taxed as a capital 
gain. 

c. They do not deprive you of 
the dependency exemption for the 
child. 
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Grand Traverse Sales Co. 
proudly presents 3 beauti- 
ful new lines of Birch flush 
doors — each a leader in 
low price, 


horeline 


FLUSH DOORS 


each quality 
made for fastest turnover! 


Pa 


Shoreline ADMIRAL - mace from A-Select Birch 
Shoreline COMMANDER —made from A-Birch 


Shoreline CHIEF — made from Paint Grade Birch 








LOWEST PRICES 
ANYWHERE! 


Volume production of over 


URAC 185 Resin Adhesive 


gives outstanding strength to 
all Shoreline doors. Urac 185 


The Shoreline ADMIRAL 
—a top quality door 
for less 


Sell more flush doors than 


ever before! Shoreline 





10,000 doors a day from 3 
modern plants — backed by 
the resources of 11 of North 
America’s most prominent 
Birch mills— assure you the 
lowest priced flush doors 
available. Each Shoreline 
grade costs less than any 
other doors of comparable 
quality. 


is unique in its adhesion to 
narrow cross sections of the 
hollow door cores. It provides 
a gap-filling, craze resistant 
glue reinforcement which 
keeps Shoreline doors flat, 
strong, greatly resistant to 
warping, checking and crack- 
ing. 














doors are quality made— 
stiles, rails and cores are 
milled to micrometer readings, with 24 
pieces of 5/8” all wood ladders and beavu- 
tifully finished Birch faces. The use of 
Urac 185 guarantees that each Shoreline 
door will lay flat without any dips or waves. 
And prices are lowest of any doors on the 





market! Your customers will snap at the 
outstanding Shoreline values. Mail the 
coupon today! 


Grand Traverse Sales Co. 
Suttons Bay, Michigan 


Please send me at no obligation complete information and 
price lists of Shoreline flush doors. 


GRAND TRAVERSE SALES: 
COMPANY 


BAY, MICHIGAN BIRMINGHAA 


TEL TTONS BAY 6 


SUTTONS 


TE MIDWE 


Ss veecxseiGaesereen 
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Modern Homes Answer Today’s Living Problems 


Whethc- it’s visual recreation or a narrow plot on 
which to build, the architect has an answer. 
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THE LINCOLN 


The home of today has a new function: visual recre- 
ation. Architects throughout the U.S.A. are now rec- 
ognizing the space needs of television. To be thor- 
oughly enjoyable, the television set must be where 
the viewers will not bother or be bothered by other 
activities. The Lincoln illustrates how such a room 
can be located. It can double as a study or guest 


Guest fw 
a 1" 
BEDROOM PLAYROOM 
ie a 


LIVING AM 
17-0" asa" 


BEDROOwW 
O"en-2" 


room. This plan has four other full-time sleeping 
rooms, two downstairs and two upstairs; the latter 
can be finished at a future time. There is a bathroom 
on each floor. Simple roof lines and economy of lay- 
out make the Lincoln plan perpetually popular among 
the budget-minded, comfort-loving families. 

Write for plan AL-10. 


‘ KITCHEN DINING RM 


were meee 


=~ 


LivinG aM 
Oe 


vest © | 


a 


THE GARY 


The problem of how to build an interesting and com- 
fortable home on a narrow plot is encountered in most 
towns and cities where land is at a premium. The 
Gary illustrates an excellent solution to the problem 
by architect Samuel Paul. With the entire width of 
the house just 25 feet 8 inches, the living room occu- 
pies 18 feet of this. From its front window wall to 
the further end of the dining room there is over 22 


feet, making this area of generous living size. Two 
bedrooms are in the rear, the third is on the side, 
with one hall bath and a private master lavatory. In 
the kitchen there are 14 feet of wall cabinets, a broom 
closet and breakfast nook. From this room it is just 
a step or two to the dining room, back door, cellar 
stairs or front entry. 
Write for plan AL-11. 








How To Order 


Blueprints and materials lists for the houses de- cago 2, Ill. One set of plans and a materials list may 
seribed on these pages may be secured by writing be secured for $22.50. Duplicate sets of plans are $5 
American Lumberman, 139 North Clark Street, Chi- each. Please make remittance when ordering. 
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ADJUSTO 
SHOWER 
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Now— PACKAGED 
and PRICED 
FOR VOLUME SALES 


Ouers Your - Counter 








TUB ENCLOSURE 


THICK GLASS — 


HEAVY RUSTPROOF ALUMINUM 
Delivered completely assembled — Gloss and ail! 
A natural seller for — yt 
* lowest prices! Makes *s .- rtd 
t. recessed tub a a My BR... 
aie Anyone can install it in 
less than 30 minutes. Silent, double 
overhead, ball bearing rollers. Exclu- 
sive glass patterns—7/32” thick. Neo- 
rene rubber glass channels. Mastic 
neluded. 

Display sample available—an actual 
work model sealed to size—selis the 
Beauti-Dor Tub Enclosure on sight! 


peal 


(por 


DOOR 


$ he 


SELF LEVELING © SELF ADJUSTING 
Jombs odjust to out-of-plumb walls without fillers. 


NOW—a complete eer Door, with 
giass already installed, is shipped to 
_ in one carton. You deliver it as 

t comes from our factory for instant 
installation! No cutting! No Glazing! 
No extra parts! The Beauti-Dor is 
completely self adjusting to the open- 
ing size. Gleaming, thick rust-provuf 
aluminum—Exclusive glass patterns. 
Self draining splash. Continuous piano 
hinge. America’s most sensational 
Shower Door—in new features and 
low price! 


WRITE TODAY FOR COMPLETE INFORMATION 
Some Territories Available for D istributers 





Shower Enclosures, In 
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Wood versus Substitutes 


One spokesman for wood tells why competitors are 


making progress. 


Wood and substitutes for wood 
are keen competitors for many 
markets. Five reasons why, in his 
opinion, the wood industry is mak- 
ing a poor showing in competition 
with these substitute materials 
were listed by John Reno, utiliza- 
tion director, The Pacific Lumber 
Co., at a recent meeting of the 
Forest Products Research Society 
in Chicago. 


Here are the five reasons: 


1. The policy of lumber pro- 
ducers and fabricators of directing 
most of their advertising and pro- 
motion toward the dealer instead 
of aiming a sizeable portion of it 
toward the public. The aluminum 
producers pound away at the con- 
sumer and build up in his mind an 
acceptance for aluminum products. 


2. The apparent unwillingness 
of quality woodwork manufactur- 
ers to indulge in hard-hitting pro- 
motional campaigns in which a 
spade is called a nade in reveal- 
ing the weaknesses of competitive 
materials and the advantages 
of wood. Our competitors have no 
reluctance in shouting “rot, decay, 
warp, twist” and repeating it over 
and over again. Our gentlemanly 
retorts may be dignified, but the 
rough-house tactics of the opposi- 
tion seem to be getting better re- 
sults. 


3. Most salesmen of lumber 
products are untrained and can- 
not answer the technical questions 
put to them, let alone give the cus- 
tomer any concrete, well-worded, 
sound reasons why he should use 
wood instead of any particular 
substitute material. It is not 
enough, for example, to say that 
wood is a better insulator than 
steel. It is necessary to know the 
facts and figures and to state them 
concisely. On the other hand, many 
of the men who sell competitive 
products know their material (and 
ours) inside and out. 


4. Shipment of poorly - pro- 
cessed lumber items by thousands 
of producers who are not under 
any central control as contrasted 
with the quality control exercised 
by the relatively few large manu- 
facturers of metal building mate- 
rial items. This gives the metals 
people lots of propaganda mate- 
rial to use against us. 


5. The insistence of many lum- 
ber interests that their species are 
good for all purposes. This results 
in failures when a species'is em- 
ployed in an exposure for which 
it was not intended and for which 
some other wood should have been 
used, giving still more propaganda 
material to our adversaries. 








High Display Shelf Catches the Eye 


This high display shelf, located 
directly over the main entrance 
of the L. A. Thise Lumber and 
Hardware Store, Lafayette, Ind., 
is proving to be an excellent sales 
booster for toys and other impulse 
items. 

R. J. Thise, manager, says the 


January 25, 


shelf is especially effective for the 
display of childrens’ gifts during 
the Christmas season. 


Customers can see the high dis- 
play whenever they look toward 
the front of the store. “It’s too 
obvious to miss,” says Thise. 
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ROSSETT LUMBER COMPANY 


A DIVISION OF THE CROSSETT COMPANY 
CROSSETT, ARKANSAS 
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For well over 50 vears Northern Woods have been recognized tor their high quality. The 
Northern Lumber Mills are better equipped today than ever peiore to serve you with well- 
manufactured, accurately-cradea Northern Wcocas. Consuit the firms on this page for your 


requirements in Northern Wooas. 


“rd. W. Wells lumber Co. 2 . . . 


Hard Maple and Oak Flooring. 
Custom drying. Upper craden Tard 


> Benieabee. Block patterns. 
Maple and Birch lumber, 


Edward Hines lumber Co. =. t,t; 


Mill at 
Sales Office—77 W. 
Hardwoods, Hemlock 


and White Pine. Planing Mill sed Dry Kilns 


“Boehm-Madisen Lumber Co. . 


S: Lake Linden, Mich. Mirs. Hardwoods. 
dried hardwoods from stock at Thiensville 


. Milwaukee 3, Wis. 
ls LCL. shipments kiln 


Sault Ste. Marie, Mich. 


a Special , eS bene, Sine. 


Cadillac-Soo lumber Co. =. =. , 


Northern Hardwoods, Hard Maple 
Modern Dry Kilns. Facilities for Resawing, etc. 


“Abbott Fox Lumber Co. . . . . tron Mountain, Mich. 


Manufacturers and Concentrators of Hardwoods, Hemlock and White 
Pine. Planing Mills. Dry Kilns. 


*+Connor Lor. & Land Co, (jiitis:, tzona, wich.) omeeMarshfield, Wis. 
K. D. & A. D. Hardwoods, Hemlock. W Pime—Codar Shingles, Posts, 
Poles—Laytite Rock Maple & se do eae ae 
Schneider Bros. Lumber fo. . . . . Marquette, Lar 
Northern Hardwoods Hardwood 


and Hemlock, Dimensicns. 
Hardwood Turnings. meen tl size. Planing tan a. —“ 


“Holt Wardwood Co, 2 wwe. 


Maple, Birch, Beech, Oak Flooring. 
Herringbone, Parquetry types; all 


Oconto, Wis. 
Strip, Assembled 
types Heavy Duty enon. 


tMember Maple Flooring Mfrs. Asan. 


(To obtain more data on advertised products see page 53) 
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“Wm. Bonifas Lumber Co. ( ,,.iiM “acy, ) Senne, Neenah, Wis. 


Northern Hardwoods, White Pine. 
Modern Dry Kilns. Expert Millwork. 


“Goodman Lumber Company . . . . Goodman, Wis. 


Northern Hardwoods, Hemicck, White Pine, Basswood, Hardwood 
Dimension. Planing Mill. Dry Kilns. Rotary Cut Veneers. 


“eaten Pek Pole he es OS  Sgrauaas Newberry, Mich. 


Northern umber, Old Faithful Hemleck. NORTHERN 
WHITE PINES. NORWAY PINE ons Piling. Excellent Transit Mill- 


*Roddis Plywood Corporation ? Marshfield & Park Falls, Mis. 
ienweed, 


lronwood, Mich. 
fer" RRA stand Ban 
Flooring. 





Chicago, Ill. 
GO 135%, Le Salle St. 


Pine and Hemlock 


Siw. BR 
An outstanding Wisconsin | be facturer — Hardwood, White 
Pine, Hemlock and Cedar Products. 





*Member Northern Hemlock & Hardwood Mfrs. Assn. 


, 
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Here’s more interesting pictures we didn’t have 


room for in the Dealer’s Scrap Book section of our 80th 
Anniversary Issue. 


Real Modern Equipment in 1916 


Needless to say, the trucking 
equipment of the Borland Lum- 
ber Co., Oil City, Penna., has been 
modernized since this picture was 
taken. As you may guess frorn the 
flags seen waving from the radi- 
ator, this picture was taken during 


Sixty years of growth by the 
Charlottesville (Va.) Lumber Co. 
have just been celebrated by the 
publication of a 32-page illustrated 
book detailing the growth of the 
company and the people who have 
had a hand in making it grow. 

Pictures show not only the 
Charlottesville Lumber Co. and its 
people in the early days, but the 
various departments — sales, con- 
struction, floor covering, delivery, 
millwork group and yard employ- 
es—all of whom play an important 
role in making the company the 
progressive organization it is to- 
day. One picture showed 11 old- 


Buttpinc Propucts. MERCHANDISER 


World War I. 

The truck is a hard-tired GMC, 
a 1916 model, proudly bearing the 
advertising sign of the Borland 
Lumber Co. C. M. Spence, the driv- 
er, was hired by Borland’s in 1917 
and is still with the company. 


timers whose total years of serv- 
ice numbered 396 years. A dou- 
ble-page picture spread titled 
“from Blueprint to You,” illus- 
trated the steps in building a house 
and the materials and services of- 
fered by the Charlottesville Lum- 
ber Co. in completing the job. 

W. A. “Albie” Barksdale (inset) 
is president of the firm. W. A. 
Barksdale, Jr., grandson of W. R. 
Barksdale who joined the firm in 
1895, is secretary. C. B. Flewellen 
is vice-president and John S. 
Graves is chairman of the board 
and treasurer. 


i. fe 


Veteran Bookkeeper for 
Indiana Firm 


Readers were interested in see- 
ing an up-to-date picture of Clara 
M. Schumm, bookkeeper for the 
Moore & Richter Lumber Co., La- 
Porte, Ind., after seeing a snap- 
shot of her taken outside the firm’s 
office more than 40 years ago in 
the 80th anniversary issue of 
American Lumberman, Dec. 14, 
1953. She has been a bookkeeper 
with the Indiana firm since 1911. 

So, for the benefit of our read- 
ers who missed the picture of Clara 
Schumm in our 80th anniversary 
issue, we are reprinting it together 
with a recent picture of her. Man- 
ager W. P. Angrick cooperated in 
making these pictures available. 
Not many firms can boast of hav- 
ing the loyalty of the same book- 
keeper for over 40 years. 


Eastern Firms 
Over 100 Years Old 

All of the firms listed below are 
more than 100 years old. 

Kellogg Lumber Co., Utica, N.Y., 
took an institutional ad recently 
which carried the headline, “Here's 

(continued on next page) 
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126 Years of Experience.” And the 
copy added, “Right over here at 
Kellogg & Sons, yes, we've been 
doing business here since 1827 and 
in this time we’ve accumulated the 
know-how that can save you home- 
building dollars. 

“Whether you're planning a new 
home or a repair job on the old 
homestead, we can help you econ- 


omize, help you get the job done 


right.” 

Another New York state firm 
which has passed its centennial is 
the Chapman Lumber Co., Syra- 
cuse, which observed its 125th an- 
niversary in 1953. Gov. Thomas E. 


Dewey presented John Chapman a 
silver bowl! and citation at a din- 
ner sponsored by the Syracuse 
Post-Standard which was observ- 
ing its 125th anniversary. 

Still another New York company 
which observed its centennial last 
year is the A. C. Bartle Lumber 
Co., Newark, N. Y. The manage- 
ment of the firm is now in the 
hands of the fourth generation. 
Peter Kemper, vice-president and 
general manager, is a great grand- 
son of the founder. The firm is a 
charter member of the Northeast- 
ern Retail Lumbermen’s Associa- 
tion. 





TAX QUIZ 
(Questions appear on page 34) 


In all these answers it is assumed 
that transactions are made in good 
faith and no special circumstances 
exist that woull alter the effect. 


1. b. A joint return is best for 
husband and wife, except for un- 
usual situations, including some 
involving medical expenses and 
capital losses. It’s wise to figure 
the tax both ways before deciding. 
If your wife uses her exemption in 
a separate return, you are not al- 
lowed to claim it in yours. 


2. c. The interest on the first 
and second loans can be deducted 
as business expense. The interest 
on the third loan is a personal de- 
duction, unless you use the stand- 
ard deduction. 

3. c. Certain types or organiza- 
tions, such as religious and educa- 
tional associations, are not re- 
quired to pay tax, but you sstill 
must pay tax on interest received 
from their bonds. 

4. b. The wages are deductible 
if they are reasonable. The exemp- 
tion is not lost, if she qualifies 
in all other respects, until her 
gross income reaches $600. 


5. b. Permission must be re- 
quested within the first 90 days of 
the year to be affected, except that 
application to change to LIFO 
(last-in, first-out) method may be 
filed with your return for the first 
year affected. 


6. c. Your deduction for a char- 
itable contribution is the value of 
the gift at the time it is made. You 
are not considered to have real- 
ized a taxable gain when you give 
away property that has increased 
in value. 

7. d. The dependent may be 
either a U.S. citizen or a resident 
of the U.S., Canada or Mexico. 


8. a. You establish your fiscal 
year when you file your first re- 
turn after organizing your busi- 
ness. You may change it only with 
government permission, requested 
at least 60 days before the pro- 
posed year-end date. 


9. a. But if you had held the 
stock beyond six months you 
would have had a long-term in- 
stead of short-term capital gain. 
You would have been taxed on on- 
ly 50% of the gain, and in no case 
would the tax exceed 26% of the 
gain. 

10. c. The dividends are income 
to the child, provided the gift is 
considered genuine, and no return 
is required from anyone having 
less than $600 gross income. 





"SUPERIOR’ Lumbet M ll 


MARYSVILLE, CALIFORNIA 


Spec'alizing in 


excellent quality dry 


Ponderosa, Sugar Pine, 


White Fir and Douglas Fir. 


Equipped with Modern Stetson- 
Ross planer, Irvington Smooth 
double-end trimmer. Member of 
the Western Pine Association. 


SUPERIOR LUMBER 
CHES COMPANY 


920 9th ST. ° ul HUdson 4-8216 
SACRAMENTO 14, CALIF 
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AMONG THE DEALERS 








HAPPY VALENTINE’S DAY! 


Treat your wife and family to something special 
something that will be appreciated for years 
to come A REMODELED KITCHEN! 


It's easier and more economical than you think 
with our quality building materials, 126 years of 
experience, and handy budget terms! See us this 
week and inquire about our custom-made 
kitchen cabinets! 


No Down Payment — 36 Months to Pay 


<< LUMBER > 


MEADOW ST., UTICA Phone 4-6117 











VALENTINE’S DAY was used as the 
occasion for some unusual lumber- 
yard advertising when Chas. C, Kel- 
logg & Sons Co., Utica, N.Y., placed 
this two-column display in the local 
newspaper. The lacy Valentine pic- 
tures a house saying, “You keep me 
up, you treat me fine; I’m happy I'm 
your Valentine!’’ Body copy urges 
the homeowner to treat his wife and 
family to a remodeled kitchen and 
mentions yard prices, policy, terms. 


Gets Off-Season Business 


With Two Christmas Events 


The N. T. Fox Co., Inc., Port- 
land, Me., shows an increase in 
sales in the toughest season of 
the year just after Christmas 
when customers are usually think- 
ing more about how to pay up gift 
bills than spending for building 
materials. 

The Fox management attributes 
this sales increase to the Open 
House it holds and to an annual 
steak dinner party for contractors, 
carpenters and allied tradesmen. 





There were 550 at the latter party 
this season, which was held De- 
cember 18. f 

The Open House was held De- 
cember 21 in the busiest week of 
the year, when downtown stores 
were open nights. But 2,500 per- 
sons registered (mostiy couples) 
and took time from last-minute 
Christmas shopping to carefully 
inspect the booths of 26 manufac- 
turers at the Open House exhibits. 

The event is held at the Stevens 
Avenue Armory, itself five miles 
away from Portland’s shopping 
center. There were no giveaways 
or incentives for attendance but 
the crowds were drawn strictly by 
a desire to see new products and 
do-it-yourself demonstrations. 

The Fox company sponsored the 
holiday Open House but made no 
determined effort to push itself, 
maintaining only a central infor- 
mation booth. They were assisted 
by James Luby, Brookline, Mass.. 
the Maine field representative of 
the Northeastern Retail Lumber 
Dealers Assn. 


OBITUARIES 

N. J. KELLEY, 51, manager of the 
Frank B. Powell Lumber Co., Rolla, 
Mo., died from a heart attuck. He 
had lived in the area al! his life and 
had been associated with the Powell 
lumber company for 25 years. He 
held the position of manager of the 
yard the past 17 years. 

W. E. LOSEE, 79, retired presi- 
dent and general manager of the old 
McConaughy-Losee Lumber Co., Salt 
Lake City, died there December 28. 
He went to Utah from Triangle, N.Y. 
in 1901; two years later he bought 
part of the McConaughy-McCartney 
Lumber Co. He sold the business in 
1944 and retired. 

FRANK M. LYTLE died December 
23 after a long illness. He was head 
of the F. M. Lytle & Son Lumber Co., 
Altoona, Penna., and former presi- 
dent of the G. A. Zimmers Lumber 
Co. until he established his own busi- 
ness in 1940. He was a member of 
the Blair County Lumber Dealers 
Assn. 


ANNUAL STEAK DINNER PARTY given by the N. T. Fox Co., Inc., Portland, 
Me., for its contractor, carpenter and allied tradesmen customers attracted 


550 this season. 


The building materials exhibits against the wall in the 


armory building were also for another annual Christmas event sponsored 
by this lumber dealer, an Open House for the general] public of Portland 
and area. It was held three evenings later and attracted 2,500 people. 
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The 
LUMBERMAN’S 
LOG 


The dedicatory opening of the New 
Sanctuary Methodist church last 
month was a la- 
ber of love for 
Jessie Gilstrap, 
Jessie Gilstrap 
Lumber  Co,, 
Bentonville, Ark., 
who served as 
secretary of the 
building commit- 
tee all during 
the church’s 
construction, Gilsrap 
She is particularly proud of the lit- 
tle chapel in it which she furnished 
in memory of the late Mr. Gilstrap. 
That, and the opening of her new 
yard, in which she held a huge open 
house, were Mrs. Gilstrap’s two main 
projects for 1953. She now has two 
fine yards and stores at Bentonville 
and Van Buren, Ark. At the latter 
site, incidentally, Mrs. G’s manager 
is a close relative of show business 
comic Bob Burns. This well-known 
lumberwoman is a credit to the pro- 
fession and one of the most active 
women to be found, To list only a 
few of her daily activities, she is: 
regular soloist at the church, district 
president of its Women’s Society of 
Christian Service, member of its of- 
ficial board, on the city hospital 
board, on PTA, chamber of com- 
merce and other committees, Red 
Cross drive county chairman, a 
schoolteacher, in the AAUW, BPW, 
DAR and Eastern Star; she is most 
proud, however, she says, of being on 
the board of the Arkansas Lumber 
Dealers Assn. 

Ingemund T, Steenerson, 54-year 
old Moorhead, Minn., lumber dealer, 
was named Clay county man of the 
year recently, He was chosen from 
10 nominees for his service as chair- 
man of the public service commission, 
his church activity and his civic in- 
terests .. . The Woonsocket (R.I.) 
Lumber Co., founded by the late Paul 
R. Lavimodiere, is under new man- 
agement in the line yard operation 
co-managed by Romeo and Albert 
Gendron of Sanford, Me., who run 
four yards in southern Maine and 
New Hampshire, operate eight saw- 
mills in western Maine and use the 
production of 14 mills. Fred Lefram- 
boise was named manager to replace 
Rudolph Boisvert, who managed the 
Rhode Island yard many years. Mrs. 
Paul R. Lavimodiere is president of 
the Woonsocket company and is a 
principal stockholder with a minor 
son, Jean Paul... . Jae Crume, man- 
ager of the Kerap Lumber Co., Far- 
well, ¢ex., reports the yard recently 
held a 50th anniversary celebration 
. . . Eugene B. is the new 
manager of the Long-Bell Lumber 
Co, yard at Pauls Valley, Okla., while 
Jack P. Parker transferred to Law- 
ton... Bob Browning resigned as 
manager of the KE. C. Robinson Lum- 
ber Co., DeSoto, Mo., after eight 
years and moved to Dayton, Ohio, to 
manage the Acme Lumber Co. 
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CONNECTICUT'S RECENT DO-IT-YOURSELF SHOW, sponsored by the Hart- 
ford Courant, attracted thousands of people, as shown by this crowd around 
the Continenal Can Company's Conolite booth. Spectators are watching a 
demonstration of the versatility and application of this new laminated plastic 
by Conolite salesman Joe Sheneman (in short sleeves) and representative 
Ed Philput. The booth is a traveling exhibit that Continental sends to con- 
ventions, trade shows and retail outlets for Conolite promotion. 


Masonite President Sees 


Wider Use of Hardboards 


Wider use of hardboards in 1954 
was forecast by John M. Coates, 
president of Masonite Corpora- 
tion. The past year, he said, was 
notable because of the new uses of 
the product in the fields of con- 
struction and general industry. 
Among the new uses introduced 
were exterior lap siding for houses 
and the adaptation of hardboard 
with grained finishes in television 
set cabinets. 

Masonite Peg-Board, the new 
perforated hardboard panel for 
home use, is gaining broad accep- 
tance because of the new working 
wall areas this product provides. 
“Developments such as these will 
continue to widen the hardboard 
market,” he said. 

“Foreign competition, together 
with eight new producing plants in 
the United States, will make for 
a much keener competitive situa- 
tion than in 1953. However, the 
concerted sales activities of all the 
American companies are bound to 
widen the market for hardboard 
and channel it into more new uses,” 
Coates said. 


Maple Flooring Meeting 


In Chicago This Month 


The 57th annual meeting of the 
Maple Flooring Manufacturers As- 
sociation will be at the Union 
League club, Chicago, January 28- 
29. President D. S. DeWitt, Ocon- 
to, Wis., will welcome flooring 
makers with prediction that, in his 
opinion, maple flooring sales in 
1954 will at least equal the 1953 
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volume—estimated for the entire 
industry at 53,000,000 feet. 

“New business booked in 1953 
reflected an increase of approxi- 
mately 15% over 1952 and the per- 
centage figure is about even com- 
pared with the year 1951. The 
year just passed has not been one 
of boom proportions for the indus- 
try, but we have made some prog- 
ress in several worthwhile objec- 
tives. As an example, we are cur- 
rently selling more maple flooring 
for school projects where all rooms 
throughout, not just the gymnasi- 
ums, are floored with our prod- 
uct,” he said. 





NEW CHEMOLD PLANT was offi- 
elally opened in Santa Monica, Calif., 
by mayor McDermott, left, with 
giant scissors made of Chem-O-Glas 
to eut the ribbon. The model is 
Jo Wilson, Miss Industry of Santa 
Monica, and K. D. Smith, right, is 
president of the Chemold Co., man- 
ufacturer of the glass fiber rein- 
forced building panels and custom 
molded parts. 


Southern Woodwork Assn. 


Elects M. D. Ebert 


Members of the Southern Wood- 
work Association termed the fall 
meeting held at the Henry Grady 
hotel, Atlanta, last month “the 
most constructive of all.” At the 
suggestion of president James 
O’Neill, it was arranged to have 
six of the most capable southern 
architects address the meeting. A 
court reporter recorded all of the 
questions, answers and discussion 
between the architects and wood- 
workers and a digest of the tran- 
script will be sent to all members 
and architects in the SWA’s re- 
gion after it has been analyzed. 

Joe Stearns, assistant research 
director, Timber Engineering Co.., 
spoke and showed a film on TECO 
research ahd developments, an- 
swering technical questions from 
the floor. The association voted 
unanimously to contribute $1,000 
to the research activities of TECO, 
which entitles it to publications 
and presentation of individual 
problems to either Carl Rishell, di- 
rector of research, or Stearns. 

New officers elected at the meet- 
ing are M. D. Ebert, Gate City 
Sash & Door Co., Atlanta, presi- 
dent; vice-presidents: R. W. Block, 
National Woodworks, Inc., Birm- 
ingham; John P. Bondurant, Ath- 
ens (Ga.) Lumber Co.; Herbert J. 
Bremermann, National Sash & 
Door Co., New Orleans; C. L. Min- 
ter, Danville (Va.) Lumber & Mfg. 
Co.; R. H. Whitten, Chavannes 
Lumber Co., Knoxville; R. E. Yar- 
brough, Wearn Lumber Co., Char- 
lotte, and R. E. Taylor, Scanlon- 
Taylor Millwork Mfg. Co., Jack 
son, Elected treasurer was Roy G. 
Jones, Willingham - Tift Lumber 
Co., Atlanta. 

New president Ebert named 
Bondurant, Bremermann and Block 
to the specifications committee. All 
of the architects who addressed 
the meeting had stated that a mas- 
ter outline of woodwork specifica- 
tions would be extremely beneficial 
to them. 

A committee was appointed to 
develop a group of member per- 
sonnel to take a one-week course 
at TECO. There was a unanimous 
vote to hold the spring meeting 
in Washington in order to explore 
the facilities of TECO. 


Haire Elected 


The Northwestern Hardwood 
Lumbermen’s Association held its 
65th annual meeting at the Dyck- 
man hotel, Minneapolis, this month 
and elected the following: James T. 
Haire, president; Harry E. Dean, 
vice-president; D. F. O’Leary. 
treasurer, and A. F. Wellsley, sec- 
retary. 

(continued on page 46) 
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Sell more light, make bigger profits with... 





HORIZONTAL SLIDING! 
FULLY WEATHERSTRIPPED! 
EASILY-REMOVED SASH! 
NEW, UNIQUE SILL SEAL! 


Wide, wide expanses of glass—for that wall to wall window treatment 
so greatly admired! Today’s a:chitecture demands that exterior walls 
have that simple, uncluttered look, yet provide adequate light and 
ventilation. MALT-A-GLIDE Horizontal Sliding Wood Window Units 
are ideal for every room . . . serving handsomely as “light-walls” for 
living areas, or as high “ribbon winduws” where privacy is wanted. 


MALT-A-GLIDE Horizontal Sliding Wood Windows— newest in the 
time-proven line of MALTA products —have all the features demanded 
by your customers ... beauty of design, precision construction from 
top-grade chemically treated materials, full weatherstripping, easily 
removable sash and a positive watertight sill which also eliminates 
drafts and heat loss. 


You'll be proud to display the new MALT-A-GLIDE . . . place a 
demonstration unit on your sales floor. Watch your window sales 
jump to a new high! Write for name of nearest MALTA Jobber. 


Manufacturing Company 


MA ‘ ¥) 


MEMBER PONDEROSA PINE WOODWORK ASSN. . ANON. WM. A. lA 6 
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NOFMA to Continue Oak 
Flooring Sales Clinics 


Plans for a 1954 series of sales 
training clinics to strengthen the 
lumber dealer’s position in the oak 
flooring sales picture and extend 
the leadership of oak floors in the 
residential market were approved 
by the National Oak Flooring Man- 
ufacturers’ Association at its re- 
cent annual meeting in Memphis. 
Members voted a special assess- 
ment to finance the clinics, expect- 
ed to be presented before dealer 
groups in various parts of the 
country. 

Chairman Walter Wood of the 
advertising committee reported 
that the training course was 
“road tested” in 13 cities last year 
and proved highly successful, Of- 
fering practical suggestions for 
more aggressive and effective sell- 
ing methods, it was acclaimed by 
dealers as extremely valuable in 
pointing the way toward more 
profitable operations, he said. 

President Thomas C. Matthews 
reported that oak flooring demand 
reached near-record proportions in 
1953 and promises to remain at a 
high level in 1954. Final tabula- 
tions of shipments in the nation’s 
major producing areas, he said, 
would show a volume approximat- 
ing the 957,647,000 board feet of 
1952, topped only by the 1,025,- 
762,000 feet in 1950. 

Principal speaker at the meeting 
was Philip A. W. Creden, public 
relations director of Edward Hines 
Lumber Co., Chicago. Compli- 
menting the association for its pro- 
gressive promotional program, he 
declared that aggressive selling by 
the lumber industry in general 
will help assure the continued pop- 
ularity of wood products. He add- 


ed, however, that association ac- 
tivities cannot serve as a substi- 
tute for vigorous selling by indi- 
vidual manufacturers and retail- 
ers. 

Stress on Lumber Urged 

Lumber dealers, Creden said, 
would do well to place greater 
stress on promotion of lumber 
products rather than exert too 
much sales effort on appliances 
and other items, as lumber prod- 
ucts represent all but a small per- 
centage of the average dealer's 
total yolume. Unlike many other 
items, moreover, they generally 
are available only at retail lumber 
establishments. 

Other highlights of the session 
included election, discussion of the 
1954 advertising campaign and ap- 
proval of continued financial sup- 
port of the oak wilt research pro- 
gram. 

President Matthews, sales man- 
ager of M. B. Farrin Lumber Co., 
Cincinnati, was reelected, as were 
vice-president Sam Nickey, Jr., 
vice-president, Nickey Bros., Inc., 
Memphis, and Henry H. Willins, 
Memphis, secretary-treasurer. New 
directors chosen were G. M. Car- 
penter, Birmingham; R. F. Sharp, 
Memphis, and W. R. Warner, War- 
ren, Ark. 


Don Bodweil Elected to 


Office With Long-Bell 


Don R. Bodwell, manager of 
eastern sales for the Long-Bell 
Lumber Co., Kansas City, was 
elected a vice-president of the 
company at the recent board meet- 
ing. 

Bodwell’s election to office was 
a recognition of his ability as a 
lumber sales executive and a re- 
ward for more than 48 years of 





NEW MARLITE PLANK AND BLOCK were demonstrated by Marsh Wall 
Products, Inc., executives at the recent eastern division sales meeting at the 
Dover, Ohio, home office, one of six division meetings over the country to 
present the new products to the sales force. V. R. Marsh, left, executive vice- 
president and general manager, and J. J. Marsh, general sales manager, dis- 
play samples of plank and block. 
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service with the company. He 
started with the company as an 
assistant manager of its yard at 
Independence, Kan., in 1905. Be- 
ginning in 1909, he worked at the 
manufacturing operations in Lou- 
isiana until 1912, when he was 
brought to the Kansas City office. 
He was sent east as Long-Bell 
sales representative but returned 
to headquarters in 1914. He was 
manager of lumber sales until 
1943 when he was appointed man- 
ager of eastern sales. 


COMPANIES ANNOUNCE 


Col. Willard F. Rockwell, who 
resigned as assistant to secretary 
of defense Charles E. Wilson, has 
returned to his position of chair- 
man of the board of Rockwell Man- 
ufacturing Co. He made three 
tours of the NATO member coun- 
tries for the defense department 
last year after joining the depart- 
ment last April at the request of 
President Eisenhower and Secre- 
tary Wilson. 


The election of Clarence E. Kil- 
lebrew as vice-president of Clark 
Equipment Co., materials handling 
equipment manufacturer, was an- 
nounced by George Spatta, presi- 
dent. Killebrew joined Clark in 
1952 and had only recently been 
named manager for marketing and 
sales in its construction machinery 
division. 

Ed Skillman has been appointed 
sales promotion, advertising and 
merchandising manager of Globe 
Lighting Products, Brooklyn. He 
has been national committee execu- 
tive secretary of the NAM and 
held several other posts. He re- 
cently completed talks on home 
furnishings on a five-state plane 
tour. Skillman is now preparing a 
reference catalog for the home 
furnishings field. 

George I. Smith, acoustical de- 
partment manager, and John J. 
North, assistant to the manager 
in the roofing and siding products 
department, have become members 
of the Celotex 25-Year club. 

A group of builders’ hardware 
men representing Sargent & Com- 
pany distributors in this country 
and Hawaii recently completed a 
course in contract hardware at the 
New Haven, Conn., plant, an- 
nounced J. Bryer Duff, vice-presi- 
dent and general sales manager. 
The four-week course included 
studies in specialized subjects. 
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When competitors meet your price 


the only thing left to sell is 


HASKO SOLID-KOR EXTERIOR FLUSH DOORS 
are built with a quality that meets a performance 
standard . . . not down toa price...and... 
after all, when your competitors meet your price, 
the only thing left for you to sell is the quality and 
performance “difference” that gets the order. By 
selung on price alone you eventually cut your 
profit margin to the bone . . . and take a chance 
of gambling away your reputation in the bargain. 
You can sell quality with these Hasko features: 
BRIK-BLOK CORE CONSTRUCTION: The core of 
the Hasko Solid-Kor is constructed of clean-cut, 


quality and performance 


smooth-sided, kiln-dried block assembled with 
staggered joints, permanently bonded together. 
SELECTED FACES FOR ADDED BEAUTY: Faces 
of Hasko Solid-Kor doors are of selected birch or 
other fine woods (as you specify), standard 1/20" 
thick. Door stiles can be matched to face veneers 
if specified. SEALED AGAINST MOISTURE: The 
end grain of the Brik-Biok-Kor is sealed against 
moisture and dirt by the bottom and top rails. 
Cross band and faces are bonded to the core with 
waterproof resin giues. 


write for complete information today! 


HASKELITE MANUFACTURING CORPORATION 


Grand Rapids 2, Michigan e 


Mobile, Alabama 


(To obtain more data on advertised products see page 53) 





THE LUMBER MARKET 


Says Quebec Will 


Cut Output in 1954 

MONTREAL — A cut in lum- 
ber production throughout Quebec 
was predicted for 1954 by P. J, 
Baillargeon, retiring president of 
the Quebec Province Wholesale 
Lumber Association. 

In an address at the group’s an- 
nual banquet in the Mount Royal 
hotel, Mr. Baillargeon foresaw a 
stabilizing effect from reduced 
output by the industry, which will 
end this year with sizeable sur- 
plus stocks. 

“There is cause for optimism in 
the fact that the United Kingdom 
has placed large orders in eastern 
as well as western Canada,” he 
said. 

During 1952, he said, “contracts 
with the United States and Britain 
were just about unknown. This 
situation caused most producers to 
face a surplus and is responsible 
for lowering prices somewhat.” 

Intense competition in the final 
six months of this year after a 
“fairly good” beginning, has been 
a noticeable factor, he said. “Late- 
ly, prices have come down in a 
rather brisk manner.” 

The lumber industry in general 
has enjoyed a heavy business vol- 
ume throughout the year, he said, 
“and in most cases, sales figures 
of a record nature. The margin of 
profit may however have been less- 
ened by the high competitive mar- 
ket.” More lumber was sawed in 
Quebec this year than during 
1952. 

Mr. Baillargeon said that the 
PQWLA fully supported a move- 
ment to place the eastern standard 
of grading of eastern spruce on 
the same basis as the gradings 
published by the Northeastern 
Lumber Manufacturers Associa- 
tion. “We feel that standardization 
of spruce grading would probably 
help us on export markets as well 
as in Canada,” he said. 


Cautious Optimism 


Reported on West Coast 
TACOMA — The new year finds 
operators in the Tacoma area op- 
timistic but cautious as they plan 
their production programs, Mill 
inventories for the most part are 
somewhat higher than usual at 
this season, but not so much so as 
to cause alarm. Peter Giovine, 
state commissioner of employment 
security, pretty much summarizes 
the attitude of the industry gen- 
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erally in his estimate that employ- 
ment will average about the same 
in 1953 as in 1953, “and that a 
moderately strong lumber market 
in 1954 will almost certainly spell 
prosperity for the entire state.” 

This optimism is reflected in 
such announcements as that of 
the U. 8. Plywood Corporation, 
which this week announced its in- 
tention of installing a new plan- 
ing mill at its Kosmos division in 
eastern Lewis county. Company 
spokesmen hope that the installa- 
tion will be completed in March. 

They anticipate that the addi- 
tion will increase the number of 
employes to some 250 or 300 men 
as soon as the weather allows 
additional woods operations. The 
Kosmos division currently ships 
logs, in their raw form, to the 
Seattle mills of the U. S. Plywood 
Corp., as well as veneer in its 
primary form immediately after 
it comes from the lathe used to 
turn the peeler blocks. 

On the negative side was an an- 
nouncement this week by the 
Long-Bell Lumber Company that 
it was laying off 200 workers at 
its Longview operation because of 
a log shortage that is reducing its 
output. The company said it will 
consolidate one shift at the two 
mills into one mill and will not 
resume another shift which ended 
December 31. 

Again on the encouraging side 
was an announcement that U. S. 
Millwork, Inc., has been organ- 
ized by a number of Tacoma and 
Seattle men and has purchased 
timber and equipment in Alaska, 
a door plant in Anacortes and in- 
tends later this month to take up 
an option to purchase a millwork 
plant in Seattle. 

George Zemek of Tacoma, who 
made the announcement, said he 
and his associates have purchased 
20,000,000 feet of timber in Alaska 
with an option for 50,000,000 feet 
more and have purchased logging 
equipment of the Saginaw Timber 
Company in Alaska. It also has 
purchased the Kruver Door Com- 
pany of Anacortes, according to 
Zemek, and plans to take up its 
option to purcuase the Burke Mill- 
work Company, equipment and ma- 
chinery in Seattle. 

Zemek said the company plans 
a green end timber operation in 
Alaska and also will peel veneers, 
which will be shipped to Seattle 
for processing. A profit sharing 
cooperative operation is planned, 
he said. 


Trade Expects 
Competitive Year 


SAN FRANCISCO — Walter S. 
Johnson, president of American 
Forest Products Corp., predicts the 
lumber business generally in 1954 
will be “slightly lower than in 
1953 and will call for a more ag- 
gressive selling campaign than 
heretofore necessary.” 

The market in general through- 
out northern California has been 
completely dormant with little if 
any activity or interest in anything 
other than the holiday season. De- 
spite this lack of activity everyone 
in the business, from producer 
through wholesaler to retailer is 
looking forward to a strong, heal- 
thy business in the new year. 


A demand for an end to “unreal- 
istic taxation” threatening per- 
petual yield of timber products 
from California forests has been 
made by Kenneth Smith, assistant 
to the president of the Pacific Lum- 
ber Co., at San Francisco. Smith 
urges that forest taxation consider 
timber as a crop “with taxes kept 
in line with income from the land.” 

Harris E. Smith, secretary of 
the West Coast Lumbermen’s As- 
sociation, reports shipments from 
Douglas fir sawmills during 1953 
were more than 53,000,000 board 
feet below production. Orders 
lagged behind both production and 
shipments. The unfilled order file 
was 77,009,000 board feet at the 
end of November. Lumber stocks, 
however, climbed 17,000,000 feet 
above the previous month to 
1,050,439,000 board feet in No- 
vember. 


Mills Stay Down 
Protesting Low Prices 


SEATTLE — The market was 
quiet the last week in December 
and the first week in January re- 


flecting the total holiday shut- 
downs of the mills. Many plants, 
especially small fir mills and shin- 
gle mills, are still down awaiting a 
better market. Manufacturers are 
cenfident believing lessened pro- 
duction will serve as a club to hold 
the line and the result is little or 
no change in prices has taken 
place and the mills strongly resist 
efforts to cheapen lumber. 
However, green fir dimension is 
being offered in transit cars for 
$2 less than rail shipment; there 
is no effort to get fancy prices for 
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transits. One informant comment- 
ed, “There are contradictory forces 
affecting the market” ind most 
agreed there is no discernible 
trend. Most buying is for mill 
shipment. 

Hemlock follows fir in demand 
and is steady partly due to the 
limited number of mills making it. 
Pines and spruce are steady but 
No. 3 and 4 common pine is hard 
to sell. Shingles are unchanged in 
demand and price. 

Cedar lumber sales have had 
two periods of activity. Just be- 
fore Christmas line yards bought 
in good volume and in early Jan- 
uary another flurry of buying oc- 
curred for shipment in January 
and February and mostly in mixed 
cars. Due to a shortage of good 
logs cedar lumber supplies at thé 
mills are not large. 


All export space is sold up to 
April. Australia, South Africa and 
finally U.K. bought large amounts 
of lumber in November and De- 
cember. Japan is still trying to 
buy logs. Prices on Douglas fir 
cutting advanced $4 to $6 but this 
did not halt orders, prices being 
still less than last year. U.K. 
bought about 200 million feet of 
which U.S. mills got 20 million. 
The U.K. timber control board of 
trade ended restrictions last Oc- 
tober and since then U.K. has 
purchased 800,000,000 feet of lum- 
ber, three-fourths in Europe, in- 
cluding 200 million feet from Rus- 
sia. 


Southwest Mills 
Report Sales Up 


KANSAS CITY — A definite 
improvement in lumber sales was 
reported by mills in the southwest 
during the first week in January, 
and a steady flow of lumber in all 
sizes and assortments moved to 
country points. This was partly 
due to a seasonal demand as yards 
had halted buying early in Decem- 
ber in preparation for the year- 
end inventory period and the slow- 
er building pace. Mills said that 
currently the demand is equal to 
the supply. There is no surplus of 
finished lumber in mills’ hands and 
the rains and snows of recent days 
have curtained production to some 
extent. 

The strongest part of the mar- 
ket is in hardwoods, particularly 
oak. The demand for air-dried lum- 
ber is fairly good but mills do not 
have much of a supply at this 
time on account of the weather. 
Encouraging to the trade has been 
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the marked increase in inquiries 
from line yards and industrial 
plants. The box business promises 
to pick up soon and some substan- 
tial orders have been placed with 
mills for February delivery. The 
furniture factories are making in- 
quiries but business in volume is 
not expected until the results of 
the current furniture shows are 
made known. 

Mills report that prices paid for 
timber, generally around $40 a 
thousand, is creating a profit pinch 
on those that have to buy the bulk 
of their rough supplies. 

Mills are quoting a price of $78 
to $80 for No. 2, 1x6” kiln-dried 
boards and $83 to $85 for 8” stock. 
Air-dried lumber commanded a 
discount of $1 to $2 under kiln- 
dried. Finish and flooring were 
bringing $150 to $160. On dimen- 
sion 2x4’s sold from $72 to $75; 
2x6’s at $80; 2x8’s at $82 and 
2x10’s at $85 to $90. Such price 
lists were ‘about in line with those 
issued early in December. 


Plywood Output, Orders 


Orders and production in Doug- 
las fir plywood dropped in the holi- 
day week ended December 26, but 
orders retained their lead. At least 
two medium-sized plywood plants 
have issued new price lists raising 
the quarter-inch grade from $80 to 
$85, and three smaller mills have 
followed suit. However, major op- 
erators with one exception are 
holding to $80 but anticipating a 
price boost with “price at time of 
shipment” clauses. 

M. & M. Wood Working, still at 
$80, is guaranteed an $85 limit 
through January. Georgia-Pacific 
still has its early-December $88 
list price, and has taken some or- 
ders for quick shipment at that 
price. 

Production for the week totaled 
51,503,000 square feet or 71.7% of 
capacity while orders reached 
about 53 million feet. Orders on 
hand now are 280 million feet, the 
Douglas Fir Plywood Association 
said. 

Production of exterior grades 
for the latest week, the preceding 
week and the like week a year 
earlier were 12,023,000, 18,097,000 
and 15,476,000. For interior grades 
they were 39,030,000, 54,813,000 
42,118,000. Shipments were 53,- 
543,000, 75,443,000 and 63,468,000. 

For the year to date production 
is 3,244,777,000 feet or 17.4% over 
last year, and 51 weeks of ship- 
ments were 3,244,688,000 or a 
gain of 19.2%. 


Shipments Nationally 
22.9% Above Production 


Lumber shipments of 479 mills 
reporting to the National Lumber 
Trade Barometer were 22.9% 
above production for the week 
ending January 2, 1954. In the 
same week new orders of these 
mills were 34.9% above produc- 
tion. Unfilled orders of the report- 
ing mills amounted to 33% of 
stocks. For the reporting softwood 
mills unfilled orders were equiva- 
lent to 20 days’ production at the 
current rate, and gross stocks 
were equivalent to 59 days’ pro- 
duction. 

For the year-to-date, shipments 
of reporting identical mills were 
1.9% above production; new or- 
ders were 1.2% above production. 

Compared to the average corre- 
sponding week in 1935-1939, pro- 
duction of reporting miils was 
84.5% above; shipments were 
74.0% above; new orders were 
69.5% above. Compared to the 
corresponding week in 1952, pro- 
duction of reporting mills was 
2.0% above; shipments were 3.7% 
above; and new orders were 7.6% 
above. 


Southern Pine 


For the week ending January 2, 
97 mills reporting, orders totaled 
7,218,000 feet compared with 
7,142,000 the preceding week and 
8,764,000 feet last year. Similar 
compartsons of shipments are 
7,213,000, 6,673,000, 6,790,000 and 
for production 8,760,000, 8,843,000 
and 11,390,000 feet. 

Expressed in percentages ship- 
ments were 17.9% and orders were 
19.9% below production for the 
week, Orders were 2.4% below 
shipments for the week. Orders 
were 53.7%, shipments were 52.5% 
and actual production was 42.1% 
below the three year average. 


Western Pine 


For the week ending January 2, 
109 mills reporting, orders totaled 
54,986,000 feet compared with 57,- 
617,000 the pte, "mama and 
51,254,000 last year. Similar com- 
parisons of shipments are 44,442,- 
0000 feet, 50,159,000 and 41,554,- 
000 and for production 34,811,000, 
41,830,000 and 34,000,000 feet. 

Expressed in percentages ship- 
ments were 27.7% and orders 
were 58% above production. Or- 
ders were 23.7% above shipments. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 
mately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
B&Btr. 
Ix4 . . 165.00 


Flat Grain Fleortng 


1x6 (Pat. #10 
ix6 (Pat. #11 


Cetling 
“4x4 
(4 te os 136-09 


Boards and Shiptap and 2” (Green) 


Ne. 1 Dimension 
12’ 14 

62.00 63 

62.00 64.00 

64.00 63.00 60.00 
2x10 62.00 64.00 62.00 
2x12 62.00 60.00 60.00 

No. 2 Dimension 
ox 4 58.00 568.00 10.00 
2x 6 567.00 569 58.00 
2x & 69.00 58 on 
2x10 57.00 6569 57.00 
2x12 57.00 565 55.00 


No. 3 Dimension BR/L Only 


2x 4 
2x 6 
2x 4 


62.00 


60,00 
568.00 
57.00 
67.00 
57.00 


49.00 
36.00 
24.00 
20.00 
28.00 


(Add $10-$12 for dry \emsbe r) 





RED CEDAR SHINGLES 


Royals 
No. 1 4/2 
No. 2 4/2 
No. 3 24" 4/2 
Perfeetions 
No. 1 5/2%Q 
“a 6/24 
o. 3 5/2% 


XXXXX 
ye 1 1 5/2 
= | 5/2 
No, 3 6” 5/2 





WESTERN RED CEDAR 


Prices for red cedar siding tn mixed 
ears, new bundling, @ to 18 are: 
Beveled Siding, “% Inch 

Clear 
. 80.00 

80.00 
.. 100.00 
120-1256 


“av oR 
45.00 
55.00 
80.00 


“xd inch 
“4x65 Inch 
Y%x6 inch 


x8 inch 
Clear Bungalow Siding, ™% Inch 
8 inch 165.00 160.00 


10 ineh ., 185.00 180.00 
12 inch 190.00 186.00 


Finish B and Bir. 82 or 45, 
* to 10 or Rougs 


Discount on mouldings 620° - 20° odd 
lengths. 


Series ~ a4 


Listing der 4.00—list plus 25% 
Listing Py 0 and over—list plus 35%. 


Clear Lattice, 5/10” x vital te sf 
100 lin. ft. 1.60 
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WESTERN PINES 


Ponderosa Pine 
of aw 
Selects 


28 or 48 Ht! Bw 6/4 RW 8/4 RW 
C&éBtr RL 250.0 255.00 265.00 


5/4 
Commons, $2 or 48 
2&Rrr. 
1x12 RL 130.00 


Idaho White Pine 
Selects 82 or 48 


C&Btr RL 
D RL 


lx4 
265.00 2 
225.00 2 


Commons, 82 or 48 
No. 

ix c, § - 156.00 
int 184.00 
Sugar Pine Sofoste 8 s2 v5 

4 


Rane RL “Stoo on 
Cc RL set: 00 


Shop, 282 
No. 
125. bo 
126.00 





OAK FLOORING 

Clear Pin ix? x1 Yx?2 
White 185.0 155.0 170.00 
Red 187.00 165.00 170.00 
Sel, Pinin 


White 
Red 
#1 Com, 
White 
Red 
#2 Com, 


Pin. White 
& Red = 107.00 


160.00 
160.00 


140.00 
140.00 


75.00 


115.00 80.00 
F.O.B. Memphis 


90.00 
mills 





SOUTHERN PINE 


Vertical Grain Flooring 


R&Btr. 
Ix4 Fleart . 220.00 


Filet Grain Floertng 


Drop Siding 
1x6 (Pat. #106) 175.90 
Ix6 (Pat. #116) 175.00 


Ronrds & Shiplap 
1x6 
99.00 
72.00 
58.00 


No. 1 Dimenston 
19° va’ 18° 
87.90 88.00 9h.00 
R708 89.00 87.90 
"x § ah OH 4.00 an.n8 
®x1h S70 88.00 a7 AH 
2x12 107.00 107 107.00 117.00 


1x8 

192.00 
76.00 
63.00 


2x 4 
ox & 


No. 2 Dimenston 
2x 4 80.00 8&1, 
2x & 73.00 73 
ox 2 70.00 T1 
®x1N 86.00 RB 
*x12 78.00 78.00 


No. 3 Dimension R/1. 
x 4 
ox 6 
*x 8 
exif 
2x12 


R200 
72.00 
67.00 
87.00 


92.00 
R4.00 


January 


REDWOOD 


V.G. 
Vx vs 


Clear 
Clear 
. Clear 
. Clear 


Szpeeab>pp> 
EisRcs: 
eosceososo 


VG: 


Note: A grade V.G. Redwood Siding 
$5. 00 less for “%, % one ¥% in above sizes. 


Anzac Siding 


1x10 V.G. Clear All Heart 
1x12 V.G. Clear All Hea 
Note: Deduct $15.00 for "A Grade. 


Finish 


1x 4 Clear Heart 81S 

= : Clear Heart 84S 
8 Clear 

1x16 Clear 

1x12 Glear Heart 84S 


Note: A Grade Ix4, 1x6, 


1x8 deduct 
$10. 1x10 and 1x12 deduct $15. 





WESTERN HEMLOCK 


Vertical Grain Flooring 


ix4 


Drop Siding 


ix6 (Pat. # 
ix6 (Pat. # 


Ceiling 





ENGELMANN SPRUCE 


Roards and es ong (ary) 


ix xt 
No. 2&Btr 118. to 110. 700 
No. 8&Btr 69.00 71.00 


No. 1 Dimenston 


ox 4 
2x 6 

8 
ox10 
2x12 


59.50 


‘Roards graded No %, at fi 
price: no price for ctratzhe No 2. v 
do not grade out No. 2 dimension -ep- 
aratelyv as in fir.) 
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Forward to 
Our Most Suceessful Year ! 


with CHI-NAMEL’'S AGGRESSIVE MERCHANDISING PROGRAM 
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Says Texas Chi-Namel Dealer 


G. B. SWAN N, President, 
MOUNTAIN LAKE LUMBER CO. 


Dallas, Texas 


We're looking forward toour most suc- 
cessful year with Chi-Namel leading the 
way! It’s a pleasure to report that since 
we've stocked the Chi-Namel line of 
paint at Mountain Lake Lumber Co. our 
sales have shown a steady increase. We 
attribute this success to the aggressive 
merchandising program supplied us by 
The Chi-Namel Paint & Varnish Co. The 
attractive sales boosters, coupled with 
the high quality of Chi-Namel products, 
make an unbeatable combination. So 
when we say we're anticipating our most 
successful year, we really mean it!” 


Here are 17 WAYS 
Chi-Namel helps dealers 
get customers: 


® Color Planning Studio 


®@ Architect's and Contractor's 
promotions 


@ Industrial promotion 

® School Board promotion 
®@ Farm Promotion 

® Newspaper ads 

® Radio Announcements 

® Special Mailings 

®@ List Mailers 

© Special product promotion 
® House-to-house sales 

@ Novelty Sales Stimulators 
® Dealer Stationery 

®@ Statement inserts 

® Special sale promotion 

® Special Consumer 


hi'Namel 


PAINTS 


Name 


FACTORIES: 
Minneopolis, Minn. 
Fort Wayne, ind. 
Atlante, Ge. 


Boston, Mass. 
St. Joseph, Mo. 
Oklahome City, Okla, 


eee ee eae ee ease eee eee eee ~ 


City 


Address___ 


How Much New Business Does Your 
Paint Line Produce? 


Your paint line is probably a good one, 
but not all customers ask for paint by its 
brand name. The big question is not how 
well known is your paint line, but rather 
how many new customers does it actually 
bring intc your store. Testimonials from 
Chi-Namel dealers everywhere prove 
that Chi-Namel’s high quality products, 
promotions and services bring in many 
new paint customers . . . customers who 
buy other merchandise as well. 


WRITE FOR THE CHI-NAMEL STORY 
Learn how Chi-Namel is building new paint busi- 
ness for its dealers with advertising that does more 
than just sell the idea of painting. It brings cus- 
tomers directly to each Chi-Namel dealer's store. 


CHI-NAMEL PAINT & VARNISH CO. 


1101 Third St. So., Minneapolis, Minn. 


Please Send Me The Chi-Namel Story. 





a ; State 
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Powder-Actuated Fastener 


Ramset’s new Plus-Power Job- 
master tips the scales at less than 
seven pounds, yet this big brother 
of the Ramset Jobmaster is able to 
set pins and studs into heavy con- 
crete and thick steel. Its %” di- 
ameter barrel permits it to use fas- 
teners of greater shear strength 
and holding ability, yet the tool 
still retains the flexibility in one- 
handed operation of the standard 
Jobmaster which uses 1,” fasten- 
ers. There are a wide number of 
sizes of the five types of fastening 
pins available for fastening wood 
and steel to concrete and steel. 
Made by the Ramset Division of 
Olin Industries, Inc., the tools use 
charges of powder to drive pins 
home. 


For more data circle No. 1 on coupon, p. 53 


New Snap-On Facing 


Kinkead Industries Silver Streak 
stainless steel facing for counter 
tops is designed for the handyman 


trade. Grip clips are first attached 
to the edge of the surface and then 
the facing is snapped on. It has 
the beautiful surface of an under- 
slung facing but there’s no scrib- 
ing. It has the protective edge of 
an over-the-top facing. Fasteners 
don’t show. The facing installs 
easily in a three-step operation. 
For more data cirele No. 2 on coupon, p. 53 
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Aluminum Prime Window 


The F. C. Russell Co. has just 
announced the addition to their 
window-conditioning line of a new 
Thermoseal aluminum prime win- 
dow for new construction. It is a 
pre-assembled package unit. No 
giazing, fitting of hardware or field 
painting is necessary. It is made 
in a wide range of sizes and a va- 
riety of styles . . . vertical slide, 
horizontal slide, and the picture 
window type. They may be com- 
bined in twin or any multiple com- 
bination, from picture window 
with ventilating flankers to “win- 
dow wall” effects to achieve any 
special wall treatment. They may 
be installed with wood or metai 
casings or metal fins and are suit- 
able for any kind of construction. 


For more data circle No. 3 on voupon, p. 53 


New Square-Edge Guard 


Square Edge Guard is an im- 
proved steel casing that gives a 
neat, protective, finished edge to 
wallboard at door jamb or window. 
Made in sizes for %”, %)” and 5%” 
board, the casing is installed by 
butting at corner and then nailing 
through wallboard into stud. An 
added feature is the knurl for 
spackle adhesion. Paint is said to 
readily adhere to smooth, outer 
exposed surface. No. 108 in the 
maker’s line, Square Edge Guard 
is available for immediate deliv- 
ery in 7’ and 12’ lengths. 

For more data circle No. 4 on coupon, p. 53 

(continued on page 54) 





ADVERTISERS’ INDEX 


(AA) Acme Appliance Mfg. Co. ..... 3 
(AB) Ahonen Lbr. Co. 

(AC) Aluminum Co. of America.... 
(AD) American Lumberman 

(AE) Arrow Lock Co. 


(AF) Bate Co., Inc., J. 
(AG) Belson Mfg. Co. 

(AH) Boehm-Madisen Lbr. 
(AJ) Bonifas Lbr. Co., Wm. 
(AK) Bunyan Lbr. Co., Paul 


(Al) Cadillac-Soo Lbr. Co. 


(AN) Chevrolet Div. of General 
Motors 


(AO) Chi-Namel Paint & Varnish Co. 51 
(AP) Christiansen Co., C, M......... 
(AQ) Clark Equipment Co. .......... 
(AR) Conkling Co., The Frank A.... 
(BA) Connor Lbr. & Land Co., The.. 
(88) Copeland Lbr. Co. 

(BC) Crossett Lbr. Co. 


(BD) Dexter Lock Co., Sub. of 
National Brass Co. 


(BE) Donley Brothers Co., 


Flavelle Cedar Limited 
Fox Lbr. Co., Abbott 
Franklin Glue Co., The 


Gillies Bros. & Co., Ltd. 
Goodman Lbr. Co. 

Grand Traverse Sales Co 
Grand Traverse Sales Co. 


Haskelite Mfg. Corp. 
Hines Lbr. Co., Edward 
Hobbs Wall Lbr. Co. 
Holt Hardwood Co. 


Keasbey & Mattison Co....... 
Klumb Lbr. Co., C. E, 
Koza Co.. Edward J. .........- § 


Malta Mfg. Co., The 

Mauk Lbr. Co., The 

Mauk Seattle Lbr. 

McCloud Lumber Co 

Michigan Pole & Tie Co....... ‘ 


National Mfg. Co. 
New York Wire Cloth Co... 


Owens-Illinois Glass Co. ...... 
Ozark Oak Flooring Co., The. 


Padgett-Smith Flooring Co.... 53 
Pittsburgh Plate Glass Co..... 
Pullman Mfg. Corp. 


Rockwood Mfg. Co. .... 
Roddis Plywood Corp. 
Rusticraft Fence Co. 


Schneider Bros. Lbr. Co. ...... 
Shower Enclosures, Inc. 
Standard Conveyor Co. 
Stanley Works, The 

Superior Lbr. Sales Co 


Tannewitz Works 


(@% Tr’sscon Steel Div., 
Mepublic Steel Corp....... 


(BK) Union Lbr. Co. 


(OM) Wagner Mfg. Co. 

(BO) Warp Brothers 

(OP) Webster Lbr. Co., 

(8@) Wells Lbr. Co., J. W. 

(OR) Wells Lbr. Co., J. W. 

(EA) Wisconsin-Michigan 

(EB) Wood Products Co. ........... 


January 25, 1954, American LuMBERMAN & 











If you desire 
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We have our own trailers for direct delivery 
within 500-600 mile radius. Or can ship 
immediately by truck or rail to more dis- 
tant points. Quality end-matched oak floor- 
ing that’s well manufactured and graded, 
properly seasoned and loaded. 


Representatives in most states. Let us put 
the representative in your area in touch 
with you today. 


NORMAL 


tar 


atl 
PADGETT-SMITH FLOORING CO. 


Manufacturers 


MOUNTAIN VIEW, MISSOURI 
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SAVE TIME—MONEY—MANPOWER 
investigocte THE HANDIBELT 


This compact, lightweight, reversible belt conveyor 
unit handles and elevates bundled and sacked com- 
modities—flooring, lath, cement—to proper height 
for loading’ materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins,: No. 16 elevates to 10 
ft. 6 ins. Write for HANDIBELT bulletin No. 
AL-14. 
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obtain more data on advertised products see page 53) 


NEW PRODUCTS 


(begins on page 52) 


Skylight Glass Block 

Pittsburgh Corning announces 
its new Skytrol glass block. This 
new block is designed for use in 
skylights both structurally and 
optically. This light-diffusing glass 
block is a 12”x12” square, 4” thick. 
The normally good insulating value 
of the glass block has been in- 
creased by the addition of a fib- 
rous glass screen sealed in the 
block, creating a double cavity. 
This screen not only gives a better 
insulating characteristic to the 
block, but offers better daylighting 
control by diffusing the light. 


For more data circle No. 5 on coupon, p. 53 


Super Fine Fiber Glass 


Super Fine Fiber Glass is now 
being laminated to facings of alu- 
minum, asphalt - treated paper, 
plastic and other products by the 
Fiber Glass Division of Libbey- 
Owens-Ford Glass Company to 
broaden its use as thermal and 
acoustical insulation. The various 
facings add to super fine’s versa- 
tility by offering to builders and 
manufacturers a combination in- 
sulatin-vapor barrier material. The 
glass fibers are lightweight, highly 
efficient, fire resistant and strong. 
The different facings are designed 
for different types of applications 
among which are as insulation and 
vapor barriers in buildings, duct 
work and heating and cooling 
equipment. Maximum width varies 
according to the type of facing 
from 54 to 72 inches. Standard 
rolls of super fine in less than one 
inch thickness contains 200 feet. 
Rolls of super fine one inch or 
more in thickness contain 100 feet. 


For more data circle No. 6 on coupon, p. 53 
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Tub Enclosure 


The Bonnie-Maid tub enclosure 
is shipped knocked-down, with all 
parts and materials needed for as- 
sembly contained in a single easy- 
to-handle carton. The unit, when 
assembled, consists of two sliding 
doors, put together from shatter- 
proof plastic panels supplied. The 
doors run in upper and lower 
tracks, so that access to the tub 
can be had from either end. The 
enclosure adjusts to fit standard 
recessed tubs of 5’ to 544’ in 
length. The styron plastic panels 
and fittings are shatterproof. They 
are available in coral, sky blue, 
sea green or pearl gray. American 
Shower Door Co. 

For more data circle No. 7 on coupon, p. 53 


Prefinished Paneling 


With a minimum of trimming 
and fitting, Amerwood Company’s 
prefinished paneling can be quick- 
ly installed by any carpenter, con- 
tractor or builder. Amerwood is 
available in five. decorator colors: 
umber (toast brown), sun-tint red, 
apple green, boney white and 
smoky gray. Amevweod is made 
from top-grade, %,” yellow pine 
with an eased (shiplap) joint, and 
is offered in lengths of from four 
through 16 feet (two feet multi- 
ples), with 6” and 8” widths. 

It can be ordered in any combin- 
ation of lengths and widths to fit 
a particular residential or com- 
mercial job. 


For more data circle No. 8 on coupen, p. 53 


Craftwall 


A new, decorative prefinished 
paneling called Craftwall, has been 
announced by the Roddis Plywood 
Corp. Genuine hardwood plywood 
in 4,” thickness, it will be avail- 
able in three sizes, seven woods 
and four styles. The prefinished 
woods include birch, maple, oak, 
walnut, mahogany, cherry and 
blonde limba. 

Craftwall is available in three 
sizes, 48”x96”, 16”x96” and 32”x 
64”. The panel styles include: V- 
groove; V-groove and_ cross- 
scored; and V-grooved, cross- 
scored and pegged. For horizontal 
installations, the 32”x64” size will 
include V-grooves cut for match- 
ing when placed end-to-end around 
the room. To complete the decor- 
ative paneling line, Roddiscraft al- 
so offers unfinished Parquetwall, 
Brushed Redwood Craftwall and 
Cedrela to dramatize interiors. 

For more data circle No. 9 on coupon, p. 53 


Radiant Ceiling Heater 


The new NuTone radiant ceiling 
heater is designed for on-the-spot 
heating of the bathroom as well 
as other small areas needing aux- 
iliary heating. Installed in the 
ceiling, this heater provides a ra- 
diant beam of heat where it is 
wanted when it is wanted. The 
unit cannot overheat because a 
small fan, located in the housing, 
causes a constant flow of air to 
pass through the heater, keeping 
the entire mechanism cool. Nu- 
Tone, Inc. 

For more data circle No. 10 on coupon, p. 53 
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ATTIC VENTILATORS 


available now in 
ALUMINUM 


The same good Donley product, fabricated to avoid possi- 
bility of rusting or eventual paint problems. We are now in 
production on six sizes of Aluminum Ventilators, 8 by 11 
inches, 8 by 16 inches, 12 by 14 inches, 12 by 19 inches, 12 by 
24 inches and 16 by 24 inches. Other sizes and shapes will 
follow. 


Donley Attic Ventilators command confidence for their sound 
fabrication, generous free air intake, effective screening and 
drain-free louver corners. Donley pioneered in low cost instal- 
lation. Flange around sides affords anchorage behind sheathin 
or face masonry. Aluminum supply assured to provide for all 
prospective needs. Place orders today. 


The Donley Brothers Co. 


13928 Miles Avenue Cleveland 5, Ohio 
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the most lockset in America 
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Arrow offers all 7 of these important features 


Solid brass exterior coated with durable 
resistant lacquer. 


internal working parts are sturdy 

New rose attachmeht holds rose. firm! 
screws 

Arrows 5-pin tumbl@ construction gives 
mum security ‘ane 
The “universal” lock can be instantly ad 
the door that hinges right or left — oper 
Three distinctive lockir g oper ating 

turn button, & universal buttor 
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OUR LEGS 


QUALITY 
CONSTRUCTION 
PRICE 

DELIVERY 


BELSON GENUINE 
WROUGHT IRON LEGS 


NO VISIBLE 4 SCREWS PER LEG 
WELDING 
Ya" x 1” 


CORNER PLATE 
ALL SURFACES 
SHOT BLASTED 
FREE OF SCALE, 
FLUX, RUST, ETC, 


4" DIAMETER 


18° SLANT 
Sun gs 


SMOOTH, MATTE 


BLACK FINISH 


PRICES PER SET OF 4 
Including all necessary screws 


Bureaus, Coffee Cocktail TV, Lamp Dining 
USES “Chests Tables Tables Tables Tables 


SIZE +” 12" 16" 22" 28" 


STYLE 
Hairpin 


PERFECT RADIUS 








WH $5.95 $6.75 $7.95 
Diagone! 3.9% 4.7 5.75 


$11.95 








Prices are suggested reteli, subject to 40% 





dealer discount 
27 
33 


RO STYLE 




















ROOM DIVIDERS 
Stock No. Height Depth Suggested Retail 
RD 60 6" 2" $18.95 Pr. 


RD 33 33" 12" 4.% ea. 

RO 27 2" 12" 4.50 ea. 

RD 60A 60" 12" 7.95 ea 
BOOKCASES 

8c 27 27" 

BC 38 38" 




















9.95 pr. 
12.95 Pr. 








Prices sublect to 40% dealer discount. 





= oF 








BELSON = « 


NORTH AURORA 4, ILLINOIS 
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NEW PRODUCTS 
(begins on page 52) 


Tape Dispenser 


An all-new hand dispenser for 
tough tear-resistant filament tape 
is announced by Minnesota Mining 
and Manufacturing Co. The new 
all-metal unit — Model H-120 — is 
designed for use with “Scotch” 
brand filament tape and other 
hard - to - cut pressure - sensitive 
tapes. Main feature of the new dis- 
penser is a fixed saw-tooth cutting 
edge that permits the tape to be cut 
with a simple twist. The new cut- 
ting edge, 3M explained, will last 
three times longer than the trig- 
ger-operated razor used on earlier 
dispensers. 

The new Model H-120 dispenser 
for use with 60-yard rolls of fila- 
ment tape in widths from 1” to 
1”, is priced at $5. 


For more data circle No. 11 on coupon, p. 53 


Transparent Typewriter Bail 

A transparent, See-Thru type- 
writer bail has been released by 
the Maroth-Kennedy Corp. It re- 
places the solid bail and lets the 
typist see the work clearly as it 
is being typed. Saves time by elim- 
inating blind spots and reducing 
errors. 

For more data cirele No. 12 on coupon, p. 53 


New Window Unit 


A new window unit with remov- 
able sash — counterbalanced and 
weatherstripped — is now being 
produced by Farley & Loetscher 
Mfg. Co. under the trade name 
“Remov-A-Seal.” Weatherstrip on 
adjustable jamb side is sealed with 
a foam rubber filler running the 


(continued on page 58) 





What's YOUR Answer? 


Can you afford to fall behind in news about 
the dynamic building materials business? 
Leading economists predict that 1954 will 
be one of the most competitive years in th> 
post-war history of building materials. Man- 
ufacturers have started to release scores of 
new products and merchandising plans to 
meet competition. Progressive building ma- 
terials dealers are also developing new mer- 
chandising methods. Every two weeks—the 
American Lumberman gives you the latest 
developments on how manufacturers and 
dealers alike are meeting the “new com- 
petition” of 1954. 


What's YOUR Score? 
9 to 10 correct: Excellent! 7 or 8: Good. 
5 or 6: Fair. 


1. What lock manufacturer 
makes the new “Single Bore” 
screen and combination door lock? 


2. How many things to do BE- 
FORE cutting a price are listed 
in Art Hood’s editorial? 


3. Satinhide, a new low-lustre 
enamel for woodwork and walls, is 
made by what firm? 


4. What’s Herb Tinnes’ (man- 
ager, Central Lumber Co., Grand 
Forks, N.D.) success formula for 
developing more farm sales of 
building materials? 


5. Who offers dealers a free 
copy of a 48-page book jam- 
packed with ideas to help you 
solve your newspaper advertising 
problems? 


6. Starkweather Lumber Co., 
Beaver Dam, Wis., is famous for 
what service? 


7. Who makes Malt - A - Glide 
horizontal sliding wood window 
units? 


8. How does this issue of the 
American Lumberman help you 
prevent over-paying your income 
tax? 


9. What’s a Handibelt? 


10. What was the percentage 
increase in floor covering sales at 
the Banks-Wilcox Lumber Co. as 
the result of its strong promo- 
tional program? 


Answers on page 59 
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WOODEN FENCES 
i BEG YOUR PARDON! 


all types of wooden 
fences. Rusticraft Fences 
are the choice of discrim- 
inating home owners ' ° s 

sient enaciils aaa x +: We regret that in the Grand Traverse Sales 
more sales, better protits \ ais. Al : 

for you. Lumberyards all ks gn Company full page ad in the December 28 
over the country buy aed edges Dvn : 


wholesale direct from us. issue of American Lumberman and Building 





Products Merchandiser, a picture of the 


Manvfacturers of 


@ IMPORTED FRENCH 
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@ WOVEN CEDAR . sae 
PICKET FENCES , No. 1 at Suttons Bay, Michigan. 
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Marysville, Michigan warehouse was inad- 


The correct picture of the Suttons Bay plant 





Write for Booklet & Prices appears in their ad on page 6 of this issue. 
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NEW PRODUCTS 


(begins on page 52) 


full length of the window to insure 
weather tightness. Made of W.P. 
pine, the window unit is treated 
with toxic preservative. Shipped 
semi-assembled to cut installation 
costs. 


For more data circle No. 13 on coupon, p. 53 


Cooking Units 


Bennett-Ireland has developed a 
new line of cast-iron Grilladier 
Garden Grates. The Patio model 
offers moveability. Cook in “sit- 
down” comfort and wheel it right 
up to the table for ease in serv- 
ing. The Tripod model is equipped 
with a “up and down” height ad- 
justment. Both are equipped with 
a solid cast-iron brazier. Easily 
removable, the braziers contain an 
inner fuel grate as well as extra 
large cooking grates. The braz- 
iers can be used without the Tripod 
or Patio cart and are available sep- 
arately. Bennett-Ireland, Inc. 


Por more data circle No. 14 on coupon, p. 53 


Plastic Mirror Clips 

The new Plastic Mirror Clip, No. 
807C, for direct mounting of mir- 
rors to doors and other surfaces, 
is now available in individual, han- 


dy cellophane’ envelopes. In- 
cluded in each envelope are four 
clips and fovr stniniess steel 
screws. By making this clip in a 
solid casting all pockets or hol- 
lows in the back of the clip, which 
generally form traps for dust, dirt, 
etc., are eliminated. It is said to 
be completely dustproof at all 
points that come in contact with 
the edge of the mirror. Bull Dog 
Lock Co. 


For more data circle No. 15 on coupon, p. 53 
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lico Key Duplicator 


A small key duplicating ma- 
chine designed for use wherever 
key making can be offered as an 
incidental service has been an- 
nounced by Independent Lock Co. 
The Ileo Monitor duplicates cylin- 
der keys only and is said to be ac- 
curate and dependable. It features 
an adjustable key guide that can 
be reset to compensate for wear 
in the cutter or in the sample key. 
Bench space required is 7”x33,” 
and the machine is furnished with 
a cutter and two wire shims for 
cutting narrow keys. A complete 
instruction booklet comes with 
every machine. 


For more data circle No. 16 on coupen, p. 53 


Knotty Sea Swirl 


A new decorative fir plywood 
called Knotty Sea Swirl has been 
announced by Associated Plywood 
Mills, Inc. 

It is made in 4’x8’ panels, with 
other sizes available on special 
order. It is manufactured from 
high quality Douglas fir and looks 
identical to Select Sea Swirl ex- 


cept for knot patterns in the pan- 
els. 


For more data circle No, 17 on coupon, p. 53 





How to Conduct Contractor 
Meetings 


This guide list of pointers will 
help you conduct more successful 
dealer-contractor meetings. Tells 
you how to prepare and stage a 
meeting. 

Entitled “How to Conduct Effective 
Contractor Meetings,” this two-page 
list is available free of charge. 


Chromatone in Spray Cans 

The new spray can packaging 
recently adopted by Alumatone 
Corporation for Chromatone Sta- 
bilized finishes is available in sil- 
ver chrome, clear plastic, pale gold, 
copper, white, black, red, green, 
blue, yellow and machinery grey. 
Application is said to be extremely 
simple—no mixing—no brushes to 
clean — just screw on the spray 
head and shake the can. Gentle 
pressure on the “no-clog” spray 
head produces a fine, even spray. 
The spray head is easily detached 
from the can for cleaning and 
storage. 


For more data circle No. 18 on coupon, p. 53 


Wire Screening 


A new reinforced edge that is 
said to supply extra strength, 
greater ease of handling and long- 
er wear has been added to Cortland 
Brand Gray-Wick Insect Wire 
Screening, manufactured by Wick- 
wire Brothers, Inc. Called “Multi- 
Wire Edge,” it is composed of five 
strands of wire running along the 
outside holding edge and lies flat 
when unrolled and is easier to cut, 
handle and install. The new edge 
also adds strength and rigidity to 
the screening, making it super- 
strong along the vital tacking sur- 
face, states the manufacturer. 

For more data circle No. 19 on coupon, p. 53 


New Lavatories 


The Briggs Manufacturing Co. 
has announced the introduction of 
two new vitreous china flat rim 
lavatories. Available in all the 
Briggs colors as well as white, the 
new china lavs feature twin con- 
cealed front overflows, a wide anti- 
splash rim, double soap spaces and 
an extra-deep bowl for maximum 
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water capacity. The Lowell, right, 
is a slant-back lavatory measuring 
22”x18” and is sold with a chrom- 
ium-plated brass fitting already in- 
stalled. The second of the new 
lavatories, the ledge-type Kilmer 
(left) measures 21x17”. Either 
lavatory can be tiled in or in- 
stalled with a one-piece stainless 
steel moulding, designed to elimi- 
nate leakage. 


For more data circle No. 20 on coupon, p. 53 


Pine Paneling 


“How to Have Beautiful Wood- 
work” is a brochure in which the 
Arkansas Soft Pine Bureau shows 
installations in both informal and 
formal panel designs. Informative 
text, illustrated with attractive 
paneled rooms, includes specimen 
available patterns, and instruc- 
tions for finishing. 


For more data circle No. 21 on coupon, p. 53 





Solution to 
What's YOUR Answer? 


Stop! Read questions on page 56. 

1. Dexter Lock Co. ad is on the 
inside front cover. 

2. Twenty. See page 20 for this 
check list designed to maintain your 
profits. 

3. Pittsburgh Plate Glass Co. Ad 
appears on page 15. 

4. Get acquainted with farmer 
prospects and their problems at 
THEIR place of busienss. See page 
22 for full details on how this dealer 
increases sales to farmers, 

5. The American Lumberman. 
Turn to page 28 for information on 
obtaining this valuable free book 
which is designed exclusively to help 
dealers with newspaper advertising. 

6. A fixit service. A full-fledged 
feature on this dealer’s home repair 
and improvement service begins on 
page 30. 

7. Malta Manufacturing Co., 
whose ad appears on page 45. 

8. By publishing on page 34 “Your 
Federal Income Tax Quiz.” See if 
you can pass this 10-question test 
designed to help you save money. 

9. A lightweight, reversible belt 
conveyor unit made by the Standard 
Conveyor Co. Ad is on page 583. 

10. 30%. Don’t miss this enlight- 
ening feature on increasing floor 
covering sales. Page 63. 
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Panel Forms 


In the past year Gates & Sons 
have developed a panel forming 
system without the use of any 
hardware other than the 5%” steel 
rod used with the rod type tie. 
Only 2x4’s on the job and pre- 
drilled sheets of plywood are 


used. The only tool needed is a 
high speed electric router using a 
¥,”x1” router bit. Panel forms 
may be fabricated on the job or in 
a workshop. 

After use on a number of foun- 
dations the used plywood may be 
laid down for subfloor without any 
lost labor hours because of strip- 
ping hardware or 2x4's off of the 
back of the plywood. 

For more data circle No, 22 on coupon, p. 53 


Small shadows created by lapped 
or molded edges of the boards in 
wood-sided houses form a pattern of 
lines that give added beauty to the 
house when the width of the boards 
is properly related to the wall area. 











profit-builder 

will help you promote 
Hardware Week this year. 
Act now. 


ORDER FROM YOUR 
WHOLESALER-A VAILABLE 
ONLY UNTIL APRIL 15 


PROFIT $7) 


af 
THE FRANKLIN GLUE CO. Oo 


COLUMBUS 15, OHIO 


(To obtain more data on advertised products see page 53) 


CONTENTS 
24 tubes (FREE) of FRANKLIN GLUE to sell 
@ 15¢ each $3. 


12 tubes (FREE) of EVERTITE GLUE to sell 
@ 5c each .... .$1.80 


12 Quarter-Pint cans a FRANKLIN. GLUE 
to sell @ 50c each 


6 Half-Pint cans of FRANKLIN GLUE to 
sell @ 85c each . 


4 Pint cans of FRANKLIN GLUE to all @ 
$1.50 each e% - $6.00 


Total Retail Value ..... $22.50 


YOUR COST.. $11.40 
59 





Counter Merchandiser 


The new Challenger Tool-Eteria 
Save-a-Clerk counter merchandiser 
(No. 525) offers to dealers an au- 
tomatic silent salesman on six bas- 
ic chrome plated mechanics’ hand 
tools. Sturdy no-tip space-saver 
stand measures only 151%” wide, 
18” high and 8” deep, yet holds 34 
carded tools. Cards are heavy 
board, give complete selling infor- 
mation on uses, guarantee, features 
and price. Tools individually 
mounted on each card become a 
silent salesman that generates big 
sales. Pennes Corporation. 


For more data cirele No. 23 on coupon, p. 53 


Mat Service 


Newspaper mats of complete ads 
in four sizes, also individual illus- 
trations, are available without 
charge to dealers who wish to ad- 
vertise the Fenestra double-sliding 
metal closet door unit and the Fen- 
estra metal swing door unit. Ad 
mat proof sheets illustrating these 
mats, and consumer literature de- 
scribing the door, are available. 
Detroit Steel Products Co. 


For more data circle No, 24 on coupon, p. 53 


Ripplewood Kit 

A profiit maker kit has been de- 
veloped by Georgia-Pacific Ply- 
wood Company to help distribu- 
tors and dealers sell their new 
textured plywood wall paneling, 
Ripplewood. The kit includes a di- 
rect mail letter campaign aimed 
at consumers, a series of consum- 
er advertisements and sample pub- 
licity releases for the dealer, and 
several sample radio and TV an- 
nouncements. Also included are a 
variety of color printed pieces 
featuring Ripplewood and suitable 
for mailing, for counter use, and 


for use as sales aids in personal 
selling. 


For more data circle No, 25 on coupon, p. 53 


New Display Case 

Selling On-Gard Coil Weather- 
strip is aided by Macklanburg-Dun- 
can Company’s introduction of a 
new display case. A color illustra- 
tion on the round carton gives the 
illusion of actually viewing the 
product directly. The new display 
case is both a sales package and a 
counter display containing six 18- 
foot rolls of coil bronze weather- 
strip. Each roll is sufficient to 
weatherstrip an average door or 
window. 

For more data circle No. 26 on coupon, p. 53 








Phones: 3-747 - 5-119! 





BRAZILIAN PARANA 


Air or Kiln Dried, Rough or Surfaced Two or Four Sides, Random 
or Stock Widths, Random Eight to Eighteen Foot or Special Lengths 


Kiln Dried Worked to Pattern Mouldings, 
Paneling, Casing, Base and Jambs 


CAR OR TRUCK LOADS—Quotations on receipt ef your specifications 


THE FRANK A. CONKLING COMPANY 


Memphis 3, Tennessee 








60 (To obtain more data on advertised products see page 53) 


Island Display Unit 


Applying a new principle of con- 
struction, Great Lakes Store Fix- 
ture Co., has introduced a. new 
type of self service merchandising 
display unit that can be assembled 
without the use of tools or hard- 
ware. It has seven basic parts: 
three structural members and four 
shelves, graduated in size from 
30”x60” for the bottom one, to 18” 
x60” for the top. Display area 
provided by shelves is 40 square 
feet. Height of unit is 54”. Fab- 
ricated of %,” plywood, the unit 
is designed to carry heavy loads 
if required. The finish, as describ- 
ed by the manufacturer, is Plex- 
tone. Shipped knocked down, it 
can be quickly disassembled and 
stored in the original shipping 
container, requiring a space of on- 
ly 7”x60” for storage. 


For more data circle No, 27 on coupon, p. 53 


Hardware Rack 


The Handy Hardware Rack sil- 
ently displays and sells 42 differ- 
ent items of Hager carded hard- 
ware. It uses only 214 square feet 
of floor space. Carded hardware, in 
half-dozen lots of each item, is 
displayed and sold from both sides 
of the rack 

Cards are attractively designed 
in bright orange and blue. Hard- 
ware is contained in an extra- 
heavy clear plastic bag, mounted 
on the card. Screws are separated 
within the bag in a_ sealed-off 
compartment. C. Hager & Sons 
Hinge Mfg. Co. 


For more data circle No. 28 on coupon, p. 53 


January 25, 1954, American LUMBERMAN & 








pe 


GLIDEOVER 
GARAGE 
DOORS 


and 
EQLuc 
OPERATORS 


Model 53—Built with “Tension” springs, in 34 stock sizes from 8’x6'6" 
to 16’'x7’; 4 or 5 sections; panels solid or open as per specifications. 
Model 54—Built with “Torsion” springs, in 34 stock sizes from 8’x6’6” 
to 16’x7’; 4 or 5 sections; panels solid or open as per specifications. 


Special sizes up to 24'x24’ for all residential, commercial or indus- 
trial needs. 


Custom Built Doors—with raised, ornamental or flush sections pro- 
duced according to individual specifications. 
“Automatic Doorman”—Wagner’s magic electric operator furnished for 
all makes of sectional overhead and most one-piece doors. 

Write for Bulletin No. Al-54, 


bo —Sawhorse Trestles — Scaffold Bracket 


—Folding Ladder Brackets — Farm Building 
Hardware and Specialities. Ask for Bulletin AL-S4H. 


WAGNER MANUFACTURING COMPANY 


CEDAR FALLS OWA U.S.A 





SUSANVILLE 








WHOLESALE 
REDWOOD DISTRIBUTORS 


Hobbs Wall have been shipping 
Redwood lumber to retail 
Dealers since 1865 


Kiln-Dried Finish © Sidings © ‘Truck and Rail Shipments 


Exclusive Distributors For 


WILLETS REDWOOD PRODUCTS CO. 


Member California Redwood Association 


HOBBS WALL 
LUMBER CO. 


405 Montgomery Street © San Francisco, California 
GArfield 1-7752 





PONDEROSA PINE 


High Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 
Manufacturer and [Distributor 


PAUL BUNYAN LUMBER CO. 





CALIFORNIA 











TRADEMARK 
for 
FLOORING 
PROFITS 


Savings up to 50%! 





Stock Diamond Hard Maple Flooring in “Excellent 2nd” and 
Thrifty 3rd” grades and your customers will snap it up! They cun 
save up to with these grades in instal/ations where wear- 
ability is important—enabling them to bid lower and win extra 
contracts. The new economy “Gym- 
© Over 40 nasium”’ grade—of 50% or er Ist 
Youre’ grade—is another Diamond Hard sales 
Satisfoction leader, too. Send for details. 


© Oldest MFMA Phone 3633 or 6400 today. 
Member : 
© Unit Pockog- [ARE Man 2 4G Gee 11:1 ene) 
ing, #f de- a 


sired Menomines A 























BurLpinc Propucts MERCHANDISER 


—— 











“4 PROFITS for YOU! 
English Type — 
RAIL and HURDLE 


FENCE 





ALL TYPES 


For Estates or smaller Hornesites. 
FOR LONG LIFE 
Entire rails) 
treated bo 7 =. 


PENTA PRESERVATIVE 





(To obtain more data on advertised products see page 53) 





taal 


Powered Hand Trucks 

Clark Equipment Company has 
announced the production of its 
new Powrworker 26 line of power- 
ed hand trucks. The new line in- 
cludes low lift pallet and platform 
trucks in both 4,000 Ib. and 6,000 
Ib. capacities; telescopic tilting 
fork trucks in base capacities of 
1,500, 2,000, 2,500 and 3,000 Ibs., 
all at 24-in center line or 48-in 
load length; as well as walk-it-or- 
ride tractors designed for either 
slow or high speeds. All of the 
trucks in the line can be ridden 
by the operator. 


For mare data cirele No. 29 on coupon, p. 53 


Magnesium Yard Ramp 

The new Penco yard ramp is 
sturdily built of lightweight mag- 
nesium raised diamond surface 
plate, for rugged high-speed mate- 
rials handling. Made in two sizes, 
60” and 70” wide, and in six ca- 
pacities from 4,000 to 16,000 Ibs., 
with either fixed wheels or hy- 
draulie lift, it is adjustable within 
48”-55” range. Curved side rail 
feature the entire length of ramp 
on both sides. Designed to save 
manpower and loading time, the 
new Penco yard ramp permits 
truck-loading and car-loading from 
ground level. Penco Engineering 
Co. 


For more data circle No, 30 on coupon, p. 53 


2 


Lift Truck 


A new model electric portable 
lift truck has been added to Safe- 
way Industrial Equipment Corpor- 
ation’s line. This new model, the 
Safeway Model EL-20, is designed 
as a “4 in 1” unit. It operates as 
a fork lift, straddle lift, platform 
lift and a drum stacker with a lift- 
ing capacity of 1,250 pounds. 

This unit includes a snap-on 
platform, powerful hydraulic cyl- 
inder, built-in charger with auto- 
matic cut-off, key-locked ignition 
switch and electronic cut - off 
switch. 


For more data circle No. 31 on coupon, p. 53 


Wood paneling in kitchens and 
bathrooms gives a lifetime easy-to- 
keep surface because of the great 
improvement in sealer and finish 
preparations. 








Mfrs. of 
Genuine 


AIR-SEASONED _ 





GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


WHITE PINE 


Also some Norway and Spruce 

WATER-CURED 
Rough or Dressed 

Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
Member N-A.W.L. Assoc. 


(PINUS 
STROBUS) 


1983 














(To obtain more data on advertised products see page $3) 


TANNEWITZ 


for Swing Saws 


1912-1953. 


FLAVELLE CEDAR LIMITED 


1FACTURER 


B. C. RED CEDAR SIDING, SHINGLES, LATH 








AUTOMATIC 


MP a 


INDUSTRIALS 
DEFLNSE PROJECTS 


RETAIL LUMBER YARDS 


An Experienced lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 


TANNEWITZ WORKS 


C. E. KLUMB 


Company 
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NEW: 


Swimming Pool Supplies catalog 
by Modern Swimming Poo! Co., Inc., 
offers data on everything needed to 
build a new pool or to improve an 
existing pool. The catalog gives il- 
lustrations and prices of a complete 
range of swimming pool fittings and 
detailed information on filters, filter 
accessories, poo] ladders, underwater 
lights, observation windows and 
chlorinators. It describes automatic 
skimmers, diving boards and stands, 
underwater vacuum cleaners — even 
special swimming pool paints. 


For more data circle No. 32 on coupon, p. 52 


“Litecraft Domelites” is a new bro- 
chure by the Litecraft Mfg. Co. This 
publication (Architectural Bulletin 
Number 554E) catalogs the complete 
Litecraft line of pendant, surface 
mounted, recessed, and adjustable 
Domelites, and presents descriptions, 
technical data and vital statistics for 
more than 50 different fixture styles. 
It also contains several new Dome- 
lites, never before shown. 


For more data circle No. 33 on coupon, p. 53 


Yale Load King electric hoists with 
lifting capacities ranging from 4 to 
1% tons are described and illustrated 
in a new eight-page booklet published 
by the Yale Materials Handling Di- 
vision, The Yale & Towne Mfg. Co. 


For more data circle No, 34 on coupon, p. 53 


, . * 
z ‘ 7 4 ; Sa a ees 
is ‘ : : if sae} 


A 6,000 - pound, electric - powered 
fork truck is detailed in a two-color, 
four-page folder issued by the Elwell- 
Parker Electric Co. The truck, Type 
F-31T, has front wheel .drive, rear 
wheel steer, and is a tiering, tilting, 
telescoping model. 


For more data circle No, 35 on coupon, p. 53 


The Calrod electric heaters and 
heating devices catalog has been 
announced as available from the Gen- 
eral Electric Co. Designated as 
GEC-1005E, the 60-page, two-color 
cetalog describes the units in terms 
of application, special features, in- 
stallation and pricing. More than 175 
photographs and drawings illustrate 
the various products. 


For more data circle No, 36 on coupon, p. 53 


Factory fabricated metal studs and 
how they are used in the construction 
of non-load bearing hollow partitions 
is the subject of a recently released 
technical bulletin. Charts and tables 
showing the numerous fire and sound 
insulation tests and the size and 
spacing of the studs are included in 
the publication. Details and sample 
specifications are given and step-by- 
step photographs show the erection 
of the partition. Metal Lath Manu- 
facturers Association. 

For more data circle No, 37 on coupon, p. 53 


Corrugated aluminum roofing and 
siding is described in a new booklet 
published by Aluminum Company of 
America. The 16-page booklet de- 
scribes in detail, with comprehensive 
drawings, the easy and efficient 
methods of applying Alcoa corru- 
gated industrial roofing and siding. 
The booklet is titled “Alcoa Alumi- 
num Corrugated Industrial Roofing 
and Siding.” 


For more data circle No. 38 on coupon, p. 53 


“How to Cut Snow Removal Costs 
up to 50%” is the title of a new de- 
scriptive catalog recently issued by 
National Lift Co. covering Snowlift 
hydraulic snow plow controls. The 
new catalog illustrates how the more 
than 10,000 Snowlift users have aver- 
aged savings of $100 per plow per 
season in their snow removal pro- 
grams, 


For more data circle No. 39 on coupon, p. 53 


Information Offered 
In Bespoke assy 


ADVERTISING 
American 
Products 
p. 28. 


CONVEYOR, belt: Bulletin Ne. AL-14. 
Standard Conveyor Co, See adv't p. 


SERVICE: Book; 
Lumberman & Building 
Merchandiser, See adv't 


DOORS, flush: Descriptive eiromatian ; Haske- 
lite Mfg. Corp. See-adv’t p. 47. 
DOORS, flush: onibaaaen informa- 


(continued on next page) 





McCloud Lumber Co. 


Executive Office 


900 First National-Soo Line Building 
MINNEAPOLIS 2, MINNESOTA 
Selling the Products of 
The McCloud River Lumber Co, 


McCloud, Calif. 


G 114 It, 
rhibthe 
/ 
WESTERN 
SOFTWO¢C 


Butitp1nc Propucts MERCHANDISER 





section. 


PSF FFF FF OO 
i i i i i i i ad 


write us. 





eer se 


want to buy 
or sell? 


Let American Lumberman help you to buy 
or sell through its Classified Advertising 


American Lumberman can represent you 
nationwide to some 25,000 prospective buy- 
ers! Classified Advertising can handle most 
anything, if it is Machinery or Lumber, 
Businesses For Sale or Business Opportuni- 
ties, Situation Wanted or Help Wanted, or 
whatever else it may be. 


And we do all the work for you! Just send 
us your ad and if you wish we'll keep every. 
thing confidential by using a box number. 
Check the classified pages for rates or 








(To obtain 





tion; Grand Traverse Sales Co. See 
adv't pps. 6 and 35 


DOORS, garage: Bulletin No. 
Wagner Mfg. Co. See adv't p 


DOORS sliding steel: Display unit; 
Truscon Steel Div., Republic Steel. 
Bee adv’t pps. 18-19. 


FENCE, wood: Booklet; Rusticraft 
Fence Co. See adv't p. 57. 


FENCE, wood: Catalog; Wood Prod- 
ucts Co. Bee adv't p. 61. 


AL-54, 
. 61. 


GLASS BLOCK: Descriptive literature; 
Ow one-TRinele Glass Co. See adv't 
p. 


GLUE: Display units; Franklin Glue 
Co, Bee adv't p. 59. 


HARDWARE — cabinet: Consumers 
folders, display unit; Stanley Works. 
Bee adv't p. 34. 


HARDWARE—4oor stops: Catalog No. 
3: Rockwood Mfg, Co, See adv't p. 


HARDWARE—a«general builders’: Cat- 
alog; National Mfg. Co. Bee adv't 
Dp. 


PAINT: Promotion aids; Chi-Namel 
Paint & Varnish Co. See advy't p. 51. 


PAINT: Descriptive information; Pitts- 
burgh Plate Glass Co. See adv't p. 15. 


ROOFING, aluminum alloy: Descriptive infor- 
mation; Aluminum Co. of America. See 
adv’t p. 11. 


SASH BALANCE: Display unit; Pull- 
man Mfg. Corp. See adv't p. 29. 


SHOWER ENCLOSURE, door 
Display unit: Shower 
Ine. See adv't p. 38. 


type: 
Enclosures, 


TOOLS, power: Circular; Tannewitz 
2. 


Works. See adv't Pp. 6 


WINDOWS, wood, sliding: Display 
unit; Malta Mfg. Co. See adv'’t p. 45. 





FLOOR COVERINGS 
(begins on page 32) 


always provide prices on lower- 
priced tile in order to encourage 
price-conscious readers. 

“Our newspaper ads explain how 
a homeowner can lay a floor him- 
self, a valuable point when present- 
day labor costs are considered. The 
large selection of patterns, our 
free estimating service, and the 
fact that we stay open until 5 p.m. 
on Saturdays, are points repeated 
in copy. 

“Another important gimmick 
that helps floor covering volume is 
quick, free delivery. Deliveries, 
with a minimum $4 order, are 
made as soon as possible. In fact, 
the delivery man sometimes ar- 
rives at the home before the cus- 
tomer.” 

Eight times yearly, the lumber 
firm beams out 2,250 broadsides to 
boxholders and local residents. 
The multi-color circular, spotlight- 
ing floor coverings and related 
products, features tool kits for 
laying floor coverings and books 
of instructions, The ads sometimes 
offer free tool kits to floor cover- 
ing purchasers. 

D. B. Wilcox is president of the 
39-year-old firm and Wesley 
Vaughn is the sales manager. 
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198 N. Clark St., Chicago 2, M. 





HELP WANTED 








MANAGER — M be 

; “es experienced in retail 
write, stating , @xperience 

qualiBcatons Address Box N-39, American 

umberman, Inc. 


SALESMAN’S OPPORTUNITY 


c/o American Lumberman, 139 North Clark 
Street, Chicago 2, Illinois. 

















WANTED 
Young Hardwood Sales Manager 


Young man 25 to 35 years old, ex- 

ri d in wholesaling hardwood 
lumber. Must have the know-how 
and willingness to work. ht man 
can build a permanent well-paying 
job for himself. 





SOUTHERN LUMBER COMPANY 
Box 389 
FAYETTE, ALABAMA 





STENOGRAPHER 


Large Florida Retail Lumber and Building 
Material Company wishes to employ stenog- 
rapher with experience in dicta’ and typ- 
ing and who is familiar with the 

and 8B Material business. 

Box P-50, Ameri Lumb Ini 











anted enor for lumber 
500, within 100 miles of 

commission me last 
, experience references. 

Psd, American Lumberman, Inc. 


ard in town 
. and 
. Give 
ddress Box 





SITUATIONS WANTED 





Position Wanted — Lumberman with 20 years 
experie in retail yard. 


nce Prefer managers 

tion, would consider general office, book- 
eoper auditor work. Can furnish reference. 
A Box P-57, American Lumberman, Inc. 














as mene. as 
tional wo k. Ad- 
P-36, Ame Lumberman, Inc. 


January 25, 1954, American LUMBERMAN & 








SALES REPRESENTATION 
WANTED 





load sales anization desirous of obtain- 
fa eaaie al i cti for all species 
of domestic lumber for sales to retail yards 
and industry in Buffalo, Erie, and 
area, commission or wholesale. K us ad- 
vised on your transits. Write Lum- 
ber Sales, Inc., P. O. Box No. 6621, Cleve- 
land, Ohio. 





EXCLUSIVE PROTECTED TERRITORIES OPEN 
FOR MANUFACTURERS REPRESENTATIVES 
calling on lumber dealers, building materials 
and hardware deal and job to 

new Silicone water-repellent masonry com- 
pound. Much-needed product sells eight out 
of ten on first call. State qualifications and 
articulars. Address Box P-51, American 
umberman, Inc. 








Distributor of competitively priced White 
Pine Moulding seek a salesman now covering 
lumber yards Northern Illinois and/or Chi- 
cago oon Suburbs to carry our line in addi- 
tion to his present lines. Address Box P-56, 
American Lumberman, Inc. 





SALES REPRESENTATIVES 
AVAILABLE 





ATTENTION 
BUILDING PRODUCT MANUFACTURERS 


We are sales representatives and warehouse 
jobbers selling to several hundred lumber 
dealers in the New York, New jersey area. 
If you have a new line or product that can 
be merchandised to good advantage 
lumber dealers, we have the kind of mo- 
tional minded, aggressive sales organization 
that can do the job. Write to Box P-45, Amer- 
ican Lumberman, Inc 





Accounts Wynd Senet and regular 
lines wanted by established manufacturers 
sales representatives for six New England 
States. e sell to wholesal jobb dis. 
tributors and assist them to develop lines. 
We are working salesmen making regular 
calls on buyers. Address Box P-55, American 
Lumberman, Inc. 








BUSINESSES FOR SALE 


RETAIL YARD 
Long established, very profitable, Eastern 
Michigan location. Volume of $225,000 could 
easily be increased. Will lease building in- 
cluding living quarters. Liberal 
terms if desired. Address Box P-39, Ameri- 
can Lumberman, Inc. 





LUMBER YARD — Buildings only, no i 


inven- 
tory or equipment. On Penn. R.R. 20 miles 
east of Cadillac, | ae ey Excellent for re- 
tail yard or woodworking factory. Will di- 


vide. Address Box P-53, American ‘Lumber- 
man, Inc. 





Retail lumber and wood products manufac- 
turing business in central Illinois. Terms. 
Address Box N-53, American Lumberman, Inc. 


FOR SALE 
Old established Lumber Yard in prosperous 
farming community. Doing good yearly busi- 
ness, good buildings and equipment. $30,000 
stock—Have other interests. Address Box 
P-58, American Lumberman, Inc. 


Three profitable retail lumber yards, located 
in one Rocky Mountain City and under the 
same oe are for sale. These yards 
handle a complete line of building materials 
with an annual sales volume of over $2,000, 
000. Initial investment of about $500,000 will 
be needed for inventory and equi mt. 
Real estate and buildings to Le less on A 
long term is. Present owners have other 
business interests that require their attention. 
Excellent opportunity for expansion in both 
retail and wholesale markets. For full infor- 


mation address Box P-59, American Lumber- 
man, Inc. 


For Sale: Old established Lumber Yard in 
large industrial city in upstate New York. 

ty consists of 2 acres of land with 
‘R. siding and 7 buildings in fine condi- 
tion. For full information write Box 1086, 
Schenectady, New York. 


Burmpinc Propucts MeRcHANDISER 





PROMPT SHIPMENT 





PROMPT SHIPMENT 
BUILDING PAPER 


Reflective Insulation 

Asphalt Felt-—Red Rosin 
a ie ed Lumber ’ 

‘or ; 

Miracle Adhesives & Anchor Nails 
SLIDING DOOR HARDWARE 

Joist Hangers (in Cartons) 

Dolly Varden Corners 

7” Wall Ties — Areawalls 


NICHOLS ALUMINUM NAILS 
ter Brushes 
Attic & Roof Louvers 
Miniature Louvers (l5c resale) 


(Selling only to dealers) 


HOSKING PAPER & SUPPLY 
P. ©. Drawer 43 Wilmette, Ii. 





WANTED TO BUY— 


Wanted to Buy—a lumber and building ma- 

terial supply business, preferably Ohio. Send 

2 particulars to P.O. Box 1125, Columbus, 
jo 








WANTED — RAILS 





RAILS WANTED 
Any weight—any tonnage 


W. H. DYER Co., INC. 
2111-A Railway Exch. Bldg., St. Louis 1, Mo. 





STEEL RAILS 


Any Quantity—Any Size 
MIDWEST STEEL CORPORATION 
518 Dryden St, Charleston, W. Va. 

* 





RAILS 

New Relaying 
Always in market to purchase and sell all 
classes railroad equipment. 

M. K. FRANK 

480 Lexington Ave. Park Bidg. 
New Yerk, N. Y. Pittsburgh, Pa. 

105 Lake St., Reno, Nev. 


TIMBER & TIMBERLAND 
FOR SALE 








20,000 Cedar Trees for sale, on the stump, 
in Northern California, near Sacramento. 
Trees range from 4° Thick to 6° Thick and 
stand from 100’ High to 130’ High. Priced 
low for quick sale. 


The Shortworth Company 
165 Broadway 
New York 6, N. Y. 
Cortland 7-2971 





MISCELLANEOUS 
FOR SALE 


CARPENTERS APRONS 
Write for prices and information. 


THE MINNESOTA SPECIALTY CO. 
Minneapolis, Minn. 





ADVERTISING YARDSTICKS 
Basswood, 2-color. Same price as 1-color. 
Also Paint P AAI Ft. Ai ad, + i ‘ 

R. J. DUMONT CO. 
156 So. Melrese Ave., Elgin, Ill. 








, 





USED MACHINERY FOR SALE 





ELECTRICAL MACHINERY 


Motes ont Generators, A.C. and ne. for 
a active prices. stock 
: Ryne Ee Be A . 


e d iries. 
We “hussMMOM 6 GO. For! Wayne. ind. 


LUMBER & DIMENSION 
FOR SALE 





Architectural ‘Trim and Woodwork 
Stair Treads and Risers 
Plank Flooring—Wall Paneling 
Door Sills and Thresholds 
Special Windows and Doors 
Church Furniture 
Quick Estimating Service 
2,000,000 feet of hardwoods and 
softwoods in stock 


THE a oy  B gemaatel 





Kiln Dried Douglas Fir Industrial 
Standard sizes through 16/4 
Also 
Extension Ladder Rails 
Mouldings Cut Door Stock 
Millwork Blanks Step-Ladder Stock 
Inquiries answered promptly:. 


Al Clements Lumber Co. 
P. ©. Box 908 
Eugene, Oregon 


Phone 5-3317 TWX EG04«9 





BOOKS FOR SALE 





nd answer method is 
of plans are included. Price $1.75. 


CARPENTRY. By Townsend. A actical 
treatise on simple building constonclien. in- 
cluding roof construction, general 
carpen work, exterior and interior finish 
of buildings, building forms, and working 
drawings. An outstanding book. Price $2.50. 


AMERICAN LUMBERMAN & 
BUILDING PRODUCTS MERCHANDISER 


199 N. Clark St., Chicago 2, Il. 
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The traveling salesman ran out of gas one evening on a lonely 
road and asked at the only farmhouse in sight, “Can you put me 
up for the night?” 

“I reckon I can,” said the farmer. “If you don’t mind sharin’ a 
room with my young son.” 

“Son!” gasped the salesman. “Good heavens, I must be in the 
wrong joke.” 


I like sweater girls but I almost always wind up with 
the kind who knit them. 


“Bud, could you spare a dime for a cup of coffee?” 
“No, but come along and have breakfast with me.” 
“Hell, I’ve et three breakfasts already tryin’ to get a cup of 
coffee.” 
. ae 7 


He's a pessimist— 
air, 


always building dungeons in the 
. . . 


Do you believe in signs? Well, no doubt the Zodiac has its 
place but for lumber dealers MAUK is the sign to believe in every 
astrological period of the year. 

Through three generations MAUK Lumber Co. products have 
built a solid reputation for quality, price and service. 

Make MAUK your lucky star, That’s the MAUK Lumber Co., 
of course 

> . . 


Simple Celia says her new boy friend is 
He just has a long face. 


not bald. 


“My husband’s friends are always playing jokes on him.” 

“What have they done now?” 

“The poor dear sat up until 4 a.m. with a sick friend last night 
and someone filled his pockets with ladies’ silk undies.” 


The girl that thinks no man is good enough for her 
may be right but she'll probably be left 


You Know What Dept. 

you now what a dime is? A dollar with the taxes taken out 
you know what a sailor is? A wolf in ship’s clothing. 
you now what a value is? Any item from MAUK. 


MAUK Seattle Lumber Co. 


Seattle 5, Washington 


The C. A. MAUK Lumber Co. 


Telede, Ohie 
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BUSINESS TRENDS 


FARM PRICES rose 1% in the month ended De- 
cember 15 but farm expenses were up 14 of 1%, leav- 
ing the parity ratio a shaky 1% higher at 91. Most 
of what improvement there was resulted from a 
boost in hog prices. 


THE NATION’S BANKS appeared well on their 
way to being out of debt at the Federal Reserve by 
the year-end thanks to continued Treasury outlays in 
excess of receipts and the return of Christmas cur- 
rency from circulation. 


UNEMPLOYMENT has been on the rise in the past 
few weeks. An Associated Press survey showed the 
number of workers affected or to be affected by the 
middle of next month, to be 52,000. To this figure the 
railroads contributed nearly 18,000; the farm equip- 
ment industry was second in number of jobless. 


TAX EXPERTS of the Treasury and Congress fav- 
or permitting business firms to take tax deductions 
for much more of the cost of new facilities during 
the early years of their operation. Under this method, 
two-thirds of the cost would be written off for tax 
purposes during the first half of the facilities’ life 
expectancy, rather than 50% of the cost as at 
present. 


NEW INDUSTRIES would be exempt from state 
taxes for five years under a proposed law in Massa- 
chusetts. Another bill would grant Boston the power 
to exempt newly established industries within its 
boundaries from taxes for three years. 


SEN. HARRY F. BYRD will continue his opposition 
to an increase in the $275 billion limit on the public 
debt. The Virginia Democrat figures the Treasury’s 
ability to get by so far without penetrating the ceil- 
ing vindicates his successful fight last year against 
the Administration’s request for a $15 billion boost 
in the debt maximum. 


STEEL COMPANIES last year effected the second 
largest increase in their productive facilities in the 
industry's history. They entered 1954 with capacity 
to turn out 124 million tons of ingots and castings 
annually. This was an increase of 6.7 million tons dur- 
ing 1953. It compared with the record gain of nearly 
9 million tons in 1952. 


TWO MAJOR TAX CUTS, the first general tax 
slashes in more than five years, became effective at 
the start of 1954. About 58 million individual income 
taxpayers received a 10% reduction. Approximately 
50,000 corporations got relief—varying from com- 
pany to company—as the excess profits levy expired. 
On the other hand, the social security tax on em- 


ployers and employes went up to 2% each, from 
14%. 


STATE BRIEFS: Ohio’s sales tax collections in 
the last half of 1953 were over $100 million, more 
than 10% ahead of the like 1952 period, State Treas- 
urer Roger W. Tracy estimated . . . Over the gov- 
ernor’s veto, the Utah legislature passed a bill 
raising the state cigarette tax from two cents a pack 
to four cents .. . Georgia has established a commis- 
sion to study the problem of municipal taxation .. . 
The Arkansas Revenue Department in 1953 collected 
a record $99.6 million. 


Advertisers’ Index appears on page 52 
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Warp's use enough wire and plastic cords 
in their own weoving plant each year to 
reach to the moon—that's astronomical. 


.. 
Se 


> Ie . 
The secret of Warp's high quality begins 


with the mixing of their own special for- 
mulas in their own plant. 
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Warp's re-distill thousands upon thou- 
F sands of golions of solvents annually that 
are normally wasted. 


FLEX-O- 
GLASS 


JIFFY JIFFY JiFFY 
PANE MESH KRAFT 


READY-TO-TACK-UP 
KITS 

FOR WINDOWS AND DOORS 

Warp’'s also have c complete 

line of packaged kits for storm 


Windows and Doors, as well as 
wood and fibre moulding strips. 





Warp's have their own equipment for 
making crystal-clear Flex-O-Glass and 
plastic sheeting. 


Warp's Window Materials are corefully 
inspected and quality-controlied from 
raw materials to the finished product. 


Warp Bros. and their engineers are 
constantly designing new machinery to 
produce the finest window materials that 
money can buy. 


\ “THE OLDEST AND LARGEST MANUFACTURERS OF A COMPLETE )} 
j LINE OF WINDOW MATERIALS IN THE WORLD— ESTABLISHED 1924" \ 












MATERIALS 


Manufactured, Tested, Guaranteed 


by , 
WARP BROS. )) | 


‘ il some lasting for years—alwa 
One of Warp Bros. 3 modern plants that make ‘iriving to make better and s 
“Warp's'—the oldest and largest manufacturers of better window materials. 
o complete line of window materials in the world. 


John and Harold Warp test 
the strength and dependabi 
of the new Flex-O-Glass. Fi 


e WARP’S PRICES ARE NATIONALLY ADVERTISED 


WARP'S FLOO 
DISPENSER 





